








The New Rudy 
AUTOMATIC 
Air Accelerator 


(PATENT PENDING) 


Departs from traditional furnace de- 
sign to achieve greater furnace eff- 
ciency. Accelerated circulation utilizes 
waste heat, maintains humidity and 
prolongs the life of the plant—without 
the use of expensive mechanical acces- 
sories because it brings the air where 
the heat is most intense. 


70% of Fuel in Any Furnace 
Burned in Front Half 
of Fire Pot 


Combustion takes place most rapidly 
in the front of the furnace, owing to 
draft air entering the fuel bed at the 
front of the grate. Higher combustion 
in the front causes greater radiation in 
that area. Yet traditional furnace and 
casing construction has ignored this im- 
portant fact. The hottest part of the 
furnace was usually the least efficient 
because it formed a “heat pocket.” 

The new Rudy Automatic Accelera- 
tor provides a free flow of air around 
the entire fire pot, and secures addi- 
tional circulation never before obtained 
—without the use of a blower. It gives 


**Aceelerated Cireulation= 
Without a Blower™ 
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fecelerator Door Automatically Closes When Ash Pit Door Opens 


Rudy s Changes for 1952 


I1—Changes in construction 
(There are other improvements in addition to the Au 
4ccelerator.) 


2—Changes in price 
(Worth looking into.) 
3—A dealer franchise 
(Holds definite advantages for Rudy Dealers.) 
4—A re-sale policy and program 
(Something entirely new to the furnace industry.) 


at 


If you are going after the furnace business—yoi 
want to hear our story. A very successful furnace 
pronounced it “The most constructive furnace pr‘ 


I have ever seen.”’ 
Write us for details 





FURNACE CO. 


MICH AY 


DOW AGIAC 
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Be P repared ... 
For Greater Profits 


The 1932 Slip Front 


THATCHER 


METEOR FURNACE 


will cut your installation costs 





New eatures: Slip Front Construction 


. and Surface Ground Doors 





b2 


The Thatcher Company has always been a pio- 
neer in new products, new designs and new 
types of construction. Their engineers have 
now produced this modern, up-to-date Meteor 
Furnace that incorporates all the latest im- 
provements in present day furnace construction. 


All possibility of gas leakage into the air cham- 
ber has been eliminated by the “Slip Front” 
panels—upper and lower. The throat of the 
feed section extends through the upper panel, 
which slips over it and fits snugly into a deep 


slips over the ash pit extension in the same 
way. 


This “Slip Front” construction is also a big 
time-saver in erecting the furnace. The panels 
easily fit into place and no bolts or screws are 
required. Another feature, that adds to the ease 
of installing the Thatcher Meteor, is the new 
draw-up casing. Each part of the casing is 
bolted to the front and the two are then drawn 
up with the special draw-up clamp. 


Write for special literature describing the many 


groove formed by a high bead. The low front _ features of this furnace in detail. 


Interesting Proposition for Car Load Buyers 


THE THATCHER COMPANY 


| will NEWARK, N. J. 
man 341 North Clark Street, Chicago 
gram 


THATCHER 


BOILERS-FURNACES-RANGES 


BUYERS’ DIRECTORY—118 and 120 
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The WEIR Line 
is Complete 


That a line must be complete is more 
important today than ever before, for it 
enables the dealer to confine his require- 
ments to one source of supply, thus 
enjoying the benefits of accumulative 
purchases. 


And whether it’s a “price job” where 
you have to “sharpen your pencil” to 
meet competition or the most elaborate 
air conditioning plant for the finest 
home—and anything in between—using 
coal, oil or gas as fuel, the WEIR line 
meets every need. 


Resolve now to make 1932 a more 
profitable year for which the first req- 
uisite is a line that is not only complete 
but backed by an unequalled sales and 
engineering service. 





Your name and address on the mar- 
gin of this page will bring you the facts. 


Pioneers of the Steel Furnace Industry 


Mention AMERICAN ARTISAN in your reply—Thank you! 
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Good-bye “Old-Fashioned” 
Registers 


This new, improved DIFFUSER makes 
ordinary old-time “registers” actu- 
ally obsolete. Read the facts.... 





























The Register That 
CONTROLS — DIRECTS 
Air Volume 


Ideal for 
Conditioned Air 
Systems 


The big, new thing in modern heating and cooling. . . . Made in any size, any finish, any quantity, 
with cold air intakes to match. Write for illustrated catalogue. 


100% Improvement Over Old-Type Registers 


Adjustable shutters—deflect all or any part of heat Adds immensely to efficiency, value, and looks 
@ in any desired direction or directions. of your forced air installations. Insures per- 
fect jobs in schools, hotels, hospitals, churches, 
and finer homes, both for heating and cooling. 
Read below what one dealer says. 


Locking device (optional). Air requirement of 
@ room can be computed and shutters locked to allow 
only correct amount of air to enter. 


% Prevents stratification of the air. 
& 





“Indispensable on 
Public Demand Constantly Increasing Fan Work” sayse 


This new Diffuser is making forced air history. Progres- 








sive dealers are turning to it everywhere, to share the Sugar House Lumber & Hdwe. Co., Salt Lake 
growing profits it brings. Learn how this new, improved Se ee ae — 
register will step up the value of your installations, make find it an indispensable item on furnace fan 
jobs easier to sell, give you the “edge” on competitors. work ... it is the answer to a well balanced 
Get complete details—write now for illustrated literature job.” 

and dealer prices. 





WATERLOO REGISTER CO. 


BOX A—WATERLOO, IOWA 


; 4 
D ealer $s Wr ute at Once! 822 Clanton St., Los Angeles, Calif.—2211 First Avenue, Seattle, Wash 
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Say you saw it in AMERICAN ARTISAN—Thank you! 
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Read and Heed the Handwriting on 
the Wall of the Heating Industrye 


It’s the trend of the times . . . air condition- +! 
ing for homes is here. Constantly growing 
demand and acceptance is creating a new mar- 
ket and a new, great selling opportunity for 
heating dealers. 

As a live indication of this increasing inter- 
est, more than 1,200 leading architects have 
recently requested Climator data (over 16% 
returns from a series of mailings to 8000 archi- 
tects from coast to coast). 

A great opportunity exists for modernizing 
present heating plants by the addition of Cli- 
mator air-conditioning units . . . designed, 
built and tested by nationally known engi- 
neers. Another great opportunity exists in the 
sale of automatic, gas-fired, complete Climator 


matched unit installations .. . 

Don’t mis-read the handwriting on the wall. Make 
this your opportunity. Mueller will help you engineer 
your air-conditioning jobs . .. from the ground up. 
We also manufacture and supply furnace pipe and 
fittings and plain and ornamental grilles. 

Write, today, for full details about Mueller-Sturte- 








Above illustration shows Climator 
air washer, blower and filter units 


vant Air Conditioning Equipment. which may be added to existing 

warm air heating plants. ‘ 
L. J. MUELLER FURNACE COMPANY For thoroughly satisfactory air clean- 
336 South 2nd St. Milwaukee, Wis. ing, any washer must be supple- 


mented by an air filter and a blower ’ 
of adequate capacity. Climator blow- 
ers are designed to operate effec- » 
tively with filter and washer units 

. individually or combined. 










At left is illustrated complete 
Mueller Sturtevant Climator 
gas-fired, matched - unit in- 
stallation . . . entirely auto- 
matic in operation. Climator 
matched units (blowers, 
washers, filters) are equally 
adapted to installation with 
coal and oil-fired furnaces . . . 
of any make. 





MUELLER-STURTEVANT 
CLIMATOR 


Mention AMERICAN ARTISAN in your reply—Thank you! 

























The Sunbeam Air Conditioning Unit, 
for oil and coal, with boiler plate 
heating element. Capacities, 139,000 
BTU to 289,000 BTU per hour. 


Sunbeam Steel Furnace has full-height 
firepot; duplex grates, no joint at top 
of drum; no joint between casing and 
drum, and other superiorities. 


(Below) The Sunbeam Cast Iron Fur- 
nace with one-piece radiator, duplex 
grates. all vertical joints eliminated 
—every modern feature. 
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@® For Every Require- 
ment and Every Fuel 
In a Wide Range of 
Sizes and Prices. . . 


HAT is in prospect for the Warm 

Air Heating Dealer in 1932! 
Naturally, this is the question of the 
moment. While it is raised at this 
season, every year, the question is 
receiving graver and more serious 
thought than at any time within the 
last two decades. 


Here are some of the prospects in 
store for heating contractors who sell 
the products of The Fox Furnace 


Company. 


First—they have open to them, for 
the first time, the field of more expen- 
sive homes! The Air Conditioning 
System is definitely superseding older 
heating methods. Construction of the 
more costly homes has been proceed- 
ing, and will proceed, on a satisfactory 
scale. Here is a new, profitable market 
that did not exist in the past. Here is 
a mighty favorable prospect for 1932. 


Second—lower rates and the intro- 
duction of natural gas into thousands of 














THE FOX FURNACE COMPANY 
ELYRIA, OHIO 











A DIVISION OF 


MERICAN ,. TANDARD 
RADIATOR SANITARY 





CORPORATION 
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FURNACES AND ATR 
CONDEFTEONEING UNETS 


communities will enable countless home 
owners to satisfy their desire for carefree, 
automatic heating. The opportunities for 
the sale of gas fired furnaces are ten times 
as great as in the past. Another inviting 
1932 prospect for dealers handling the 
GAS AUTOMATIC Gravity Circulating 
Furnace. 


Third—the replacement market for 
coal fired furnaces. Sales in this market 
become more difficult each year—not be- 
cause the opportunities are decreasing 
but because buyers are more discrimi- 
nating, exacting, and competition for 
this highly profitable business becomes 
ever keener. Yet, Sunbeam dealers, be- 
cause of the prestige of their heating 
plant, favorable payment terms, the ex- 
cellence of their selling equipment, moder- 
ate prices, have every prospect of benefit- 
ting from 1932 conditions and of continu- 
ing to win a greater proportion of the 
existing business. 


1932 prospects are encouraging for the 
dealers who can capitalize on the swing 
to air conditioning—on the wide-spread 
demand for gas heating—on the competi- 
tive situation in the furnace replacement 
field. 1932 prospects are encouraging for 
dealers who handle The Fox Furnace 
Company heating equipment. This cou- 
pon will bring you complete details. 








(Above) GAS AUTOMATIC 
Air Conditioning Unit. Input 
from 70,000 to 420,000 BTU 
hourly. Cast iron heating ele- 
ments, spray humidifier, auto- 
matic humidity control. 


GAS AUTOMATIC Furnace 
(Gravity Air Circulation). Effi- 
cient, economical, long-lived, 
fully automatic. 




















Engineering Service 
An enlarged staff of engineers are now prepared 
to give prompt and expert service in the engi- 
neering of air conditioning and forced air systems. 
From building plans and sketches, they lay out 
systems and provide blue prints and recommen- 
dations covering all details. 








rb adistie 








The Fox Furnace Co. Please send us immediately your 1932 Dealer Proposi- 
tion, prices and information about the following products: 


Sunbeam 7 Sunbeam Air Con- a GAS AUTOMATIC GAS AUTOMATIC Air 
Furna 


Furnaces ditioning Units. ces. Conditioning Units 
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ARE YOU PREPARED FOR 1932? 


You certainly are not if you do not consider using your choice of the following U. S. 
Register Faces. For every taste and use. 






Select the best in base- : wns 
board register ee 
designs 





NATIONAL 
















JONES NATIONAL 





Place a JONES NA- 
TIONAL, PANAMA, 


The Price Lists and Dis- tia or NATIONAL beside 
counts are the same on any baseboard register. 
the U. S. Line as you U. S. Special Steel Face Then let your best judg- 










would pay for cheap imi- 


: ment prevail. The U. S. 
tations. 


Line is a complete line. 


- S, Ch 
Face Cast 





Line up with U. S. 
for 1932 


UNITED STATES REGISTER CO... BATTLE CREEK. MICH. 


Branches: MINNEAPOLIS, MINN., KANSAS CITY, MO., ALBANY, NEW YORK, DENVER, COLO. 
Distributed by the Largest and Best Furnace Supply Houses Everywhere 








~ 















Say you saw it in AMERICAN ARTISAN—Thank you! 









Se 





i 








December 21, 1931 AMERICAN ARTISAN 11 


DOWAGIAC’S ORIGINAL SEAMLESS STEEL FURNACE 











There is Only One Genuine, Original 
DOWAGIAC Seamless Steel Furnace 


Since its introduction to the trade four years ago it has commanded increas- 
ingly wide dealer and consumer acceptance, because of its beauty in design, its 
sturdy double weld construction of heavy copper bearing steel, its convenient 
grate arrangement and its many exclusive features. Now, furnace dealers every- 


where will be interested to learn that we are 


ANNOUNCING—The New “INDIAN HEATER” 


A unit that combines our usual quality construction AT A PRICE that makes 
it possible to meet competition. Its origin is inspired by lower material, labor 
and overhead costs, by new economies in design and by the benefits that ex- 
perience and increased volume bring. THE NEW “INDIAN HEATER” meets 
the market when you can cash in on the rising tide of steel furnace popularity. 


Your inquiry will have preferred attention 


DOWAGIAC STEEL FURNACE COMPANY, DOWAGIAC, MICHIGAN 
RAE AE Ae IN SRA 


Say you saw it nm AMERICAN ARTISAN—Thank you! 
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Depression Years Have Not 
Bothered The Great Lennox 
Organization 


These depression years have seen more progress and more 
improvement in the great Lennox organization than ever be- 
fore. New products—a new and finer engineering service 
including the wonderful Torrid Zone Manual of Warm Air 
Engineering, the Aire-Flo Code, etc.—a new and greatly ampli- 
fied advertising, sales and merchandising service. 


Lennox has always kept its dealers supplied with the newest, 
the finest and the most saleable products available in the fur- 
nace industry. In the limited space here we can only show 
you a few of our new products. There are more and still more 
are now coming through our laboratories. 


Our own dealers, most of whom are outstanding in their com- 
munities, are so enthused over their Lennox agency that they 
are ready to tell you all about it. Write us and we will send 
you their letters. They tell the story better than we can. 
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In 1932— 


Go After Business with 
RockK ISLAND REGISTERS 


HNUNDUNQOUNVOOUUOOUUOUOOOODOUOOOSO0Q0N 0000000000 SSO 


AND—MAKE THESE 
YOUR LEADERS FOR 
BIGGER PROFITS 
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The NEW MOD THE NEW AND 
STEEL FLOOR REGISTER STRONGER COLD 
The overall depth of this register is AIR FACE 


only 1% inches. This saves weight and 
space in shipping, storage and carrying 
en the job. 












Don’t be satisfied with the ordinary. Carry the complete line of Rock 
Island Registers. You can build prestige and good will with the new 
Modern Steel Floor Registers and the New and stronger Cold Air Faces. 







The new and stronger Cold Air Face is designed for greater free air capac- 

ity. It is stronger because of a greater number of support bars. Also, it is 

shallower, overall depth—1%% inches. This allows installation without cut- Companions to 
ting support bars into joists. the famous 








You'll like to sell the Modern Steel Floor Register. It is neater, easier to 
install and gives you a handsome profit. The louvre mechanism, a new and 
exclusive feature, is simple and noiseless. The small, inconspicuous and No STREAK 
easy-working operating lever sets the louvres at any desired opening—and 
they stay set. The bars are narrower for maximum air capacity. Made in 
all standard sizes and finishes. 

































SEND THE COUPON 
FOR BIGGER PROFITS | 








‘ A.A. 
' ROCK ISLAND REGISTER CO. 

8 Rock Island, Ill. 

: Gentlemen : 

1 Send me your new catalog which describes in detail your new Steel Floor Register and 
; Steel Cold Air Ventilating Face as well as your full line of Steel Side Wall Registers. 

; | ee eee Me Te cote eee k SER ie Bonnar ei pe: Se phe Pen ceae eer es 
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Say you saw it in AMERICAN ARTISAN—Thank you! 
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EF MARKABLE 


=: YET TRUE! 


“Over 80% of the GILT EDGE dealers 
have sold GILT EoceE FURNACES 


for 10 years or more” 













HERE is a most important reason. The 

durable quality and economical perform- 
ance of the GILT EDGE Furnace build con- 
sumer satisfaction and make real boosters of 
the GILT EDGE dealers. 


urther than this the reorganized and re- 
ed company have lived up to their 
istance have 


profit- 

The profit-sharing and qbopera- 

s basis 

which prove pronte : gferation of 







the Schwab Fur- 
nace & Manufactur- | 
ing Company is the | he ‘ — 
GILT EDGE dealer’s for the asking. 4 LT 
You will find it worth your while to investigate FURNACES 
the GILT EDGE line and sign up on the profit- 
. . The GILT EDGE Bracket 
sharing basis offered. Hanger, Attractive and 


SCHWAB FURNACE & MFG. COMPANY 
CEDAR GROVE, WIS. “ae 


GILT I! eo consumer folders 
, “ti r f 


on, oe meanags 
© j osc: os | C now “ul «year Teraaos 
a ee 


cleaned & repaired 


¢ Oa a 





gan & GILT EDGE Ta 
| 1 
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Mention AMERICAN ARTISAN in your reply—Thank you! 
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For every type of installation—gravity 
or Air-Conditioning—there are H & C 
registers that embody the finest devel- 
opments in design and construction— 
all built to the highest standard of qual- 
ity known to the trade. 


Solve your register problems to best ad- 
vantage once for all—Standardize on 
the H & C Line. They cost no more than 
other registers. 


Leading jobbers carry 
complete stocks 


The New 
“NO-FLEX” Cold Air Face 


An Improved “Fabricated” Construction 


Class No. 265 

















WARM AIR 


REGISTERS 


CHICAGO—6I1 W. Kinzie St. NEW BRITAIN, CONN.—Corbin Ave. 


Made by HART & COOLEY MANUFACTURING COMPANY 


New York, 101 Park Ave. — Boston, 75 Portland St. — Philadelphia, 1600 Arch St. — Wm. Highton & Sons Division, Nashua, N.H. 
Factories in Holland, Mich.: New Britain, Conn.: Nashua, N. H. 


Also a Complete Line of Perforated and Cast Ornamental Grilles, Furnace Regulators, Dampers, Pulleys, Chain. 


WROUGHT 

















Say you saw it in AMERICAN ARTISAN—Thank you! 
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Acts ... circulates... 
eans and humidifies 
the air. Fully automatic 























tes latest developments in 
air heating are made available 


















all Moncrief Furnaces. The Series “Gis 
a masterpiece of design and construc 
tion. The new Moncrief Steel Furna 
embodies many superior features. 


And now, in the new Moncrief Gas 





Heating Air Conditioner, progressive 








furnace dealers are presented a unit 
with which they can realize to the 





utmost the opportunities opened by the 





owing interest in air conditioning. 
. 


Sendfor all the particulars 
“ 


ENRY FURNACE & F 


ST 49th STREET « 





NDRY CO. 


VELAND, OHIO 





} 


sed 01 





” 


Mention AMERICAN ARTISAN in your reply—Thank you! 
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MANUFACTURERS OF THE 


HANDY FURNACE PIP 





A STATEMENT TO THE TRADE: 


From present indications, money matters are im- 
proving, and it is only natural to assume that 
building operations will follow--and thereby the 
use of furnaces and supplies will gradually 

pick up too. 

In my opinion, @ reduction in the costs of new 
homes will help to bring about the desired change, 
so our Company has decided to reduce the price of 
furnace pipe to THE LOWEST LEVEL EVER KNOWN IN THE 
HISTORY OF THIS INDUSTRY--believing this will help 
to stimulate business. 


The 


not in any manner affect the quality of HANDY goods. 


Your immediate inquiry will assure you of this low 
price and probably save you considerable money. 
Yours truly, 
F.MEYER & BRO. CO. 








ek] 
Say you saw it in AMERICAN ARTISAN—Thank you! 
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(Moatharater 


A 100% AIR WASHING AND AIR CONDITIONING UNIT 
“Weather as You Want It With a Weatherator.! “’ 





Primary washing chamber with mist nozzles for complete 
saturation of incoming air. Further mixed and churned by 


twin blowers. 


6. 


Secondary washing chamber with curtain spray nozzles for 
driving heavier dust and dirt particles down into drain pan. 


Correctly designed closely spaced eliminator for complete 
elimination of fine dust particles and carried moisture. 


Twin blowers statically and dynamically balanced ‘“‘wrap’’ 
the air around the heating unit instead of blowing ‘‘against’’ 
All parts cadmium plated. (Rust proofed.) 


Solenoid valve with pressure guage and water strainer auto- 
matically turns water off and on with operation of blowers. 


Equipped with side outlets and shut-off valve for automatic 
humidity control hook-up. Humidity control does not 


reduce washing effect. 


7. 


Cast iron blower supports bolt directly to floor and support 
blowers independent of unit housing. Greater quietness 


and rigidity. 


8. 


Base and top sections quickly removable for passage of any 
unit size through standard size doorways. 


9 Self-aligning bronze bearings for permanent quietness and 
: long trouble free operation. 


10 Soundproofed between blowers and housing, base and 
» floor, and unit and furnace casing 


11. Heavy welded angle iron base. 


1 2. Center drain can be led off in any one of four directions. 


13 Three speed pulleys, V belt driven. General Electric 


motor standard equipment. 


14 Alll parts quickly accessible by removal of top covers. 
» (Above view shows secondary washing chamber cover 
removed.) 


1 5 Removable partition plate for quick and easy change to 
* gravity circulation in case of continued current failure. 


16 An air washer, humidifier and blower combined in one 
* compact unit. Quickly installed. Moderate in price. 


17 A complete range of 10 sizes delivering from 841 
» C.F.M. to 8510 C.F.M. Water consumed averages 
approximately 7 cents per day. 


USE COUPON ON OTHER SIDE FOR COMPLETE DETAILS 








No. 


Stamdarud) PREMIER 


PRICED DOWN TO MEET LOW PRICE COMPETITION 


‘America’s Outstanding Furnace Value” 


— 
PREMIER | 

f PAWADIAS 

MICHISAN 








ae sabe 


Note the neat, attractive front, the 
two-piece waisthigh shaker handle 
and large feed door. Inside the 
casing is construction seldom if 
ever before found in 4 moderately 





NOTE: Long dominant in the top quality field with Premier DeLuxe, 
Premier of Dowagiac now invades the lower priced field with the new Standard 
Premier priced to meet !ow price competition. in producing the new Standard 
Premier, a fit running mate for Premier DeLuxe, Premier cf Dowagiac is saying 
in furnaces what it has long said in words: ‘That a low priced furnace need 
not necessarily be low in quality You are invited to compare the new 
Standard Premier with any other furnace on the market, regardless of its price 


1 + Large square end ashpit, holds 2 inches of water 


9 Duplex roller bearing grate, guaranteed with e!l other parts. Rolls out 
* through ashpit by simely lifting catch handle. 24-inzh firepot size weighs 


94 pounds 
Two-piece waist high shaker handle. Top half serves as dump grate 
handle 


Four-gallon water pan, self-cleaning lid 


Two-piece firepot, Perma-Metal construction. Free action expansion 
joints 


6. Large feed door with smoke consumer 


PREMIER of Dowagiac (Mich.) 


priced furnace 


Reinforced combustion chamber, high and roomy 


“Even-Wall’’ radiator. Clean-out independent of furnace front. Radi- 
ator can be swung in any direction to direct line with chimney. 


Full size casings for full air passing capacity. Center of firepots is center 
of casing. Black iron inner casing liner with ‘‘Sure-Lock"’ supports. 


Patented casing ring locks for automatic adjustment with growth of 
furnace. 


All parts mounted, ground to fit and serial-numbered at factory. 

Air cooled positive locking door handles. 

All parts, including grates, covered by Standard Premier Guarantee. 
Automatic Humidifier with Ash Moistener. (Accessory.) 


Premier designed and built. 


Priced to meet low priced competition. Use the Coupon and get 
full facts. 


WegPREMIER 


WARM AIR HEATER CO. 
DOWAGIAC MICHIGAN 


+ “ Steel Furnaces, ~ oan ear? om, 
quare Casings, Automatic Humidifiers, Special Fittings an 
* PRODUCTS Accessories. Everything for any job. 
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New Ideas 


New Styles 


including 


Forced Air 


Registers 





that will help you get busi- 
ness and make money. Just 


fill out and send coupon. . . 


Independent Register & Mfg. 
Company 
CLEVELAND, OHIO 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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GAS-FIRED_COALFIRED 


ORANG = 


Offer today’s most outstanding values 
in economical, durable, efficient 
heating systems 








Sixty years of experience and expert engineer- 
ing have enabled THE ROUND OAK FOLKS to 
anticipate all demands for the most advanced 
types of gas-fired, coal-fired, and air condition- 
ing systems. 





Never, in their history, have THE ROUND OAK 
FOLKS, famous throughout the country for 
building ““GOOD GOODS ONLY,” been able to 


give furnace buyers so much value for their 
dollar. 

is 
Now is your opportunity to profit by the prestige 
and reputation which Round Oak Furnaces have 
established in every community through sound 
value—years of efficient service, plus dealer 
co-operation. a 


Write today for details of our dealer 
profit building agency proposition. 


em,  & HIROUND OAK FURNACE Co. 


DESK 32 
DOWAGIAC MICHIGAN 





Moistair 










Hundreds of deal- 
ers are profitably 
handling Round 
Oak Furnaces. You 
too can profit in 
selling them. 











Advanced Gas-Fired Furnace Air Conditioning Units and Furnace 
Say you saw it in AMERICAN ARTISAN—Thank you! 
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r 1932— Peerless Presents 
















- Good-Bye Old Cast 

Tron Damper In- | 
_ side of the Radia- 
or!! The Brick ee 


Three Flue Cor 
struction Place 
Highest Tempe 
ture to Sides of 
Radiator Instead 


of Merely in Cen F Arch Keeps You 
ter. ' Out of Trouble. 
100% Heating It’s Fool Proof. 
Efficiency. 





IPER AND DAMPER ~ 








Amerie Furnace 


affle, or division” 
rs we have expe 





a o> years we 
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T. & B. Super-Regs 


“The Standard of Comparison” 


























Arr, 


Design No. 612 


The NEW WORK is call- 
ing for “Design” — some- 
thing away from the ordi- 
nary. Here is a Ferrocraft 
Cast Grille suiting many 
interiors. Two standard 
sizes. For perfect installa- 
tion and to avoid “Finish” 
problems use with T. & B. 
WALLCRAFT FRAME 
(illustrated). 





STYLE C COBBLE 
Still at the Top 


Style 90 Semi-Steel—Style 91 All Steel 


Chosen by Architects and Engineers because NOT CON- 
SPICUOUS, yet answering their Strict Capacity require- 
ments. 





We manufacture every Register, Grille and Cold Air Face 
for 
EVERY NEW-EVERY OLD REQUIREMENT 


The Gravity Job, the Fan Job or the Air-Conditioned Job 





STYLE 701 STYLE 902 


Baseboard Registers of Distinction 


Tuttle & Bailey Mfg. Co. 


Established 1846 





, atleM | New York Chicago Boston Los Angeles 
Face. e* “oak 
in Strength and Order direct or from your nearest Jobber 


Finish. 





Say vou saw it in AMERICAN ARTISAN—Thank vou! 
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The “AGRICOLA SUPREME” 


MORI 
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‘THE VALVE’S THE VITAL PART 


A chain is no stronger than its weakest link 
. and a humidifier is no better than its valve. 
... The valve is the vital part. 


If you want to cash in on the new market 
which is being rapidly developed for humidity 
it will pay you to investigate the Columbus 
Humidifier . . . the device that uses the patented 
compound lever action valve that has eliminated 
dripping, and fouling. 

Only after months of experimentation and 
tests conducted under actual operating conditions was this now famous 
humidifier offered to the trade. It is a humidifier that you can confidently 
recommend to your customers. Once you install a Columbus Humidifier 
you can be assured that you are relieved of the troublesome servicing 
problem and that your customer will remain a booster. 


The Columbus Humidifier is built to stay on the job for years because 
it is designed RIGHT. The fin cooled valve opens and closes with a 
positive action as the water level in the evaporation chamber rises and 
falls—an inconstant level that prevents formation of scale. Because valve 
stays cool and because water cannot drip through, lime deposits never 
get a chance to form. Each time the valve opens all sediment is flushed 
out completely. 

Your customer can take his choice of two different models. Model A 
(lower left) is adapted for installation in the top of the furnace (see 
diagram). The larger model B shown at the top of the page is installed 
through the side of the bonnet as shown in the right hand diagram. 
Installation of either model can be completed in one hour’s time or less. 


Write to us today for our interesting descriptive literature 
and full information regarding the profit possibilities which 
are awaiting a live dealer in your territory. Don’t wait for 
one of your competitors to get the jump on you. Write 
today. 


The COLUMBUS HUMIDIFIER CO. 


One East 5th Avenue, Columbus, Ohio 









Round Model A 
is easily in- 
stalled through 
top of furnace 











AMERICAN ARTISAN 
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View at right shows 
cross section of Colum- 
bus Humidifier valve 
with its compound lever 
action. Copper float is 
tested to withstand 1500 
degrees. Valve is fully 
covered by patents. 




















Long Model B 

is installed 

through side of 
furnace 
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The full details of our Proposition are worthy of your coh- 





sideration for next year and ar 


yours for the} asking. 


vW 





LANGENBERG 


- 
Manufacturing Co. 
JNO. T.| HICKS, Receiver 
4519-33 Euclid Avenue 


SAINF LOUIS MISSOURI | 
Established 1888 | 





= 
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FREE Air Flow 


at Cll limes with 
REED FURNACE FILTER 


Reed Furnace Filters, because of their low resistance to 
air flow and high efficiency in dust removal, insure satisfac- 
tory performance with all types of warm air furnaces and 
permit sufficient circulation by gravity to keep the house 
comfortable in mild weather. They are applicable to auto- 
matic or hand firing—blower or propeller type fans— 
manual or automatic control—a truly universal furnace 
filter. 

Over 8,000 Reed Filters in use without a single report 
of a burned out furnace—proof enough that Reed Filters 
clean the Air with Safety. 

A type of filter for every warm air requirement in a wide 
range of prices. 


Distribution through jobbers and manufacturers 
in charge of F. H. Mason 


American Air Filter Company, Ince. 


113 Central Avenue 


Louisville, Kentucky 


In Canada, MIDWEST CANADA, Ltd., Montreal, P. Q. 


mal 














Airmat Cabinet Filter 


A complete filter cabinet using 
standard 24” x 24” Airmat filter 
sheets, ready for fan housing and 
duct connections. 








American Wafer Filter 


Made in standard sizes 20” x 20” x 
1\%” and 16” x 25” x 1%”. For 
gravity circulation or booster fan 
systems where low resistance is an 
essential requirement. 





American Drifilter 


Made in standard sizes, 20” x 20” 
x 4” and 16” x 25” x 4” with re- 
newable refill. Has practically the 
same capacity and space require- 
ment as the Reed Furnace Filter. 
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Only BRILLION FURNACES 


are made by the 


om -xLECTROMELT NW 
bY, ~- PROCESS 


WwW 





? 

a BRILLION 

FURNACE CO. 

? Brillion, Wis. 
Gentlemen :— 

Convince me _ that 

Brillion Furnaces are 

high grade and sell at a 

price unusually low for such 


SES SBS SBS SSS SBS SS SSS SSS Sse ee eee ll 
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In Buying Heating Plant Repair Parts 
are you taking advantage of 


all your opportunities? 


1 dealer handling furnace, stove and boiler repair parts cannot afford 
to overlook any of the following factors: 





sh do not have to wait three or four weeks for the repair parts you 
order. Our Chicago foundries carry over 300,000 patterns and keep 
pattern makers busy at all times adding to this list. The 60,000 bins in 
our warehouses are always adequately stocked with parts ready to ship. 


PROMPT DELIVERIES 























I" MAKES no difference whether you need a part for a current model or for 


FOR ANY TYPE OF one that has long been obsolete. You can depend on the prompt 
shipment of your order for any stove, furnace, boiler or heater part 
HEAT horns regardless of make or age. 
E cps : | VERY repair part made in our foundries is made from first class pattern 
GUARANTEED TO FIT E equipment and guaranteed to fit. 
Aa ea 
: Awa] { Y DEALING with one house for all your repair parts you make several 
SAVE FREIGHT, | 8 


important savings. You write one order instead of many, receive one 


D R AYAG E A N D large shipment instead of several small ones at different times. You get 


whatever advantage applies in better freight rates on the larger shipment 
sii Be K K E E P | NI G and your shipment originates at a central point that has the best railroad 
facilities in the United States. You pay the drayage on just one shipment 
instead of many, you check just one bill and you write just one check. 
































uR castings, which meet the United States War Department specifica- 
tions for stove plate, are first grade heat resisting metal consistently 
held to a standard analysis. All castings are clean and smooth. 















VERY casting is kept as light as the service for which it is designed will 
permit. Consequently the cost of these better castings is considerably 
less on a piece basis than those of inferior metal which must be given 
greater weight. 




























EY casting passing through our Shipping Department has pasted on it 
a label that shows the stove, furnace or heater for which it is intended. 
Your Receiving Department is therefore able to route each part promptly 
to the job for which it was ordered. 

















W's you deal with the Northwestern Stove Repair Company, you 
enjoy the complete cooperation of an organization which has spe- 
cialized in the manufacture and supply of repair parts for more than 60 
years and which is now the largest concern of its kind in the country. 


NORTHWESTERN 
STOVE REPAIR COMPANY 


662 W. ROOSEVELT ROAD - CHICAGO 






| 
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The Last Word 
In Warm Air 


Furnace Construction 


™\ —Improved— 
Here’s a furnace that 
combines advance engi- 
neering with quality ma- 
terial and improvements 
which make a perfect 
heating unit. Note the 
cross-section illustration. It shows the cup joints which 
mean that Mellow is gas and smoke tight; that every 
ounce of heat generated goes into the home. We have 


a most liberal dealer proposition. It will pay you well 
to investigate. 








~-sif joe 
LIBERTY FOUNDRY COMPANY 


ST. LOUIS, MISSOURI 
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THE MOST COMPLETE LINE 
OF AIR CONDITIONING UNITS IN AMERICA 





SILENTAIR—JUNIOR 


MODELS 


SILENTAIR 


MODELS 


BLOWER 


Extending our hearty thanks 
for your good will in the past 
and with best wishes for your 


PROSPERITY 
We wish you 


A Very Merry Christmas 
and 
A Happy, Happy New Year 


A. GEHRI & CO. 


AIR’: WASHER : 


BLOWER & WASHER 





MANUFACTURERS 


A. GEHRI & CO., INC. 


Sales Office: BALTIMORE TRUST BLDG. — Warehouse: BALTIMORE, MARYLAND — Factory: TACOMA, WASH. 
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ti” In 1932- 








HE new year is your new opportunity—and 
ours. Your standing in 1933 will be governed 
very largely by the thinking and planning you 


do in 1932. 


There may—or may not—be the general revival in 
the building industry so hopefully expected in many 
quarters. But there can be a better building of your 
own business if you will bring to it all of the ability, 
all of the courage, and all of the enthusiasm of 
which you are capable. 


To Midland and Success furnace dealers, we promise 


closer co-operation than ever before. 


To all others who are considering the advisability of 
taking on either of these highest quality steel fur- 
naces, we offer—in addition to merchandise of the 
very highest quality—sound, sensible sales plans 
which will bring you your liberal share of the best 
furnace business in your territory. We invite in- 
quiries from all progressive dealers who are seri- 
ously seeking a broader expansion of their business 


on a sound and profitable basis. 





MIDLAND FURNACE CO. 


COLUMBUS, OHIO - DES MOINES, IA. 


Mention AMERICAN ARTISAN in your reply—Thank y 
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Get these NEW 
WILLIAMSON Books 


before you buy! 


\\ | EVER before has such a complete catalog of furnace facts 
| | and warm air heating data been compiled for free distri- 

bution to the trade. Thousands of heating men have al- 
ready been supplied with this New 150-page book. 

Now—a 16-page supplement, devoted entirely to Air Con- 
ditioning, is just off the press and ready for mailing to those 
who request it. 

If you want to be posted on the latest developments in the 
warm air heating industry, write for these books today. 
Remember—that no one in the industry is better qualified 
to present these facts than WILLIAMSON. With the 
most complete line of furnaces, pipe and pipe fittings, 
air-conditioning equipment, accessories and supplies, 
we can meet all of your requirements from con- 
veniently located warehouses. 



























The WILLIAMSON Line includes: 


Williamson all cast Warm Air 
Furnaces. 


Williamson boiler plate Warm 
Air Furnaces. 


Victory Pipe and Pipeless Fur- 
naces (all cast). 


Heavy Duty Warm Air 
Furnaces. 


Air conditioning units. 


Favorite Furnace Pipe 
and Fittings. 


Registers and supplies. 


Spee-Dee-Heet Blowers 
and accessories. 


cee ws 
re 







_ 


Air cleaning filters. 
Automatic humidifiers. 


Automatic temperature regu- 
lators. 


Conversion gas burners. 
Snow White Cabinet Clothes 


Dryers. 
The WILLIAMSON Catalog contains 150 pages of interesting and instructive in- a 
formation, including the latest edition of the STANDARD CODE—and quick In addition, WILLIAMSON offers a 
reading pipe charts. The New Supplement has 16 pages devoted exclusively to complete, up-to-date Engineering 
this latest of heating practices—Air Conditioning. Send for your copies now—use Service; also a FINANCING PLAN 
eae. that provides convenient, deferred 


payment terms for your customers, 


PFS SS SS SSS SSS SSS SS SSS SS SSS SSS Sees ees esse 


7 - : 
: The Williamson Heater Co., Cincinnati, Ohio : and immediate cash for you. 
: 7 r © 
' Please send the WILLIAMSON Books checked below: H idea 
; (] New General Catalog 4 The Williamson Heater Co. 
4 i iti i g e e e e 
[] Air Conditioning Supplement Cincinnati, Ohio 
; Name i Complete stocks of furnaces and equipment are 
i Address distributed from warehouses in principal cities 
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OWL SAYS: 
“Wise Buyers 
buy WISE” 











BIG 





WISE SERIES 


This series consists of the 
WISE Return Flue Radi- 
ator Type Cast Furnace, 
eliminating undesirable dirt 
accumulations and often 
cleaning. 





rr ACs 


AMERICAN ARTISAN 












Here is a series of many 
unusual selling features— 
extra heavy castings, air 
cell fire pot, scientific en- 
gineered design. 






te. 


By balance we speak not particularly of the product it- 
self but the entire Wise Line and the selling range the 
3 great series offer. 


By selling a BALANCED Line a dealer is in a position 
to supply just the right unit at the right price and at 
a legitimate profit to himself. 


Be Wise—learn what the WISE Balanced Line will 
do for you. Investigate. 





SERIES 





Today gas is the household 
servant. After months of 
engineering, testing, ex- 
perimenting and proving, 
the WISE Gas-Fired Fur- 
nace is presented for we 
know it will uphold the 
standard of WISE charac- 
ter and reputation. Fully 
approved by the A.G.A. 





The WISE FURNACE COMPANY 


Mention AMERICAN ARTISAN in your reply—Thank you! 
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| 

| Holiday greetings—best wishes—hopes for a prosperous 
| New Year—meet us at every door. Good will toward men is 
the order of the day. Homes are aglitter with tinsel and 
light—hearts aglow with hospitality, and the warmth from 
Western furnaces makes comfortable the welcome guest. 


Furnace dealers, wise to the trend of the times, appreciate 
the advantages of ever-present, cheering heat from gas. Join 
the nation-wide family of Western dealers and enjoy the 
profits of Western popularity. 





May holidays cheer be your lot and prosperous dealings fill 
your future. 


~ WESTERN STEEL PRODUCTS CO. 


130 Commonwealth Avenue, Duluth, Minn. 


For Southern Distribution: 
521 Westport Avenue, Kansas City, Mo. 





The coal-burning Western has built a reputation that has 
carried the gas furnace to popularity heights. The demand is | 
still great for the veteran Western—where gas is not convenient, | 
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A Startling Development in Steel 





Furnace Construction 
ees ee a 


The First Innovation in All-Steel 
Furnaces in Many Years ..... 





Patented features, the value of which will be appre- 
ciated at once by practical furnace men everywhere. 


One piece solid steel radiator, set at the top—not at 
the back—of the furnace surrounding the combustion 
chamber, resulting in even distribution of heat to all 
warm air pipes. Solid Steel Radiator, set directly in 
the center of the galvanized casing, provides the same 
air space between the casing and the radiator at all 
points. Long Fire Travel permits products of combus- 
tion to be burned up in the radiator, resulting in Low 
Stack Temperatures and Low Fuel Consumption. 
Combustion travel is upwards and horizontally—there 
is no down draft feature in the U. S. Steel Furnace. 
Radiator can be rotated on its center permitting the 
smoke pipe to be taken off at any point directly to the 
chimney. 


Forged Steel Locking Bar, double welded to the lower ONEPIECESOLID STEEL RADIATOR 
body, permits assembly of radiator body with the same Surmounting Combustion Chamber 


tight ‘“‘Nipple-Like’’ connection used on steel boilers, 
guaranteeing a permanently gas-tight joint. ts 
Ce ee ee | The U. S. is a scientifically designed steel heater, with 


decided advantages and economy for the installer as well 
as the user. All Openings are made entirely outside the 
casing, eliminating any possibility of gas leaks in the sys- 
tem. Unusually fast movement of air is obtained, due to 
the design and location of the radiator. A. U. S. gravity 
system almost equals the results obtained on other fur- 
naces when hooked up with fan. The height of the 
Lower Casing is 36 inches, making it ideal for Fan and 
Purifier Installations, there being no obstructions, and fan 
housings can be connected directly to the casing the full 
height. 


Safe and sane as well as scientific engineering combined 
with unusual manufacturing facilities make the U. S. Steel 
Furnace possible. Be the first to introduce this sensational 
heater in your territory and capitalize on its wonderful 
sales values. 











Send for catalog giving full description— 
Correspondence with distributors 
invited 


U.S. Pressed Steel Company 


Kalamazoo, Michigan 


Mention AMERICAN ARTISAN in your reply—Thank you! 
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RicHARDSONE Boynton Co. 
Prcondills 
ASENSATIONAL NEW SALES PLAN 


OR J Now comes the new Richardson & Boynton Sales 
Plan! ...A scientific plan, perfected after months 

* of unceasing effort and research. All during 1931 

we have experimented, studied and improved. At 


WA YF7 last we are ready to show it to you! 


WH Don’t think of signing up with any other line until 
you know all about it! 


The coupon below brings all the facts—full details 
about the amazing new Richardson Time Payment 
Plan—full particulars on the famous “Cash-on-the- 
spot” financing program that takes all the burden 
off your shoulders, making every sale a cash sale— 
full explanation of the Personal Selling Service, 
and the new program of localized individual dealer 
advertising—full description of the new product 
designs and the new price range—a brand new 
Talking Portfolio that you’ll use every day—and 
advance dope on the new 1932 advertising cam- 











| , 
To Our 1931 Dealers paign. 
on se io OF Don’t you want to know all about it? Mail the 
= — coupon today—or you may miss out on the very 
At this time we wish to thing your business needs. Read and study the 
thank each and every : 
ar material we send. Then, and only then, make up 
ichardson and Boynton 
Co. dealer for his coopera- your mind about next year.. The plan is Open to 
tion during the year just any dealer in good standing: : 





past. This has been an 


encouraging year—decid- RICHARDSON and BOYNTON CO. 


edly. And we look for- Heating and Cooking Apparatus since 1857 


ward to 1932 with real 
enthusiasm! To you, our 244. Madison Ave., New York Utica, New York 


friends and representa- 
tives, we extend our sin- 
cerest wishes for better 
| business and better times 
| -—and we pledge our own 
best efforts to that end. 


Ne ee eee e888 8 OE ee ee are Seen eaeess, 
RICHARDSON AND BOYNTON COMPANY 
244 Madison Avenue, New York 
Gentlemen: Please send me full details on your Sales Plan for 1932. 


RICHARDSON AND 
BOYNTON CO. sane 
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Go to the Head of the Class 


AIR BLAST 


Two Types—All Sizes—Gravity or 
Single Unit Air Conditioning 


ATH-ANOR 


“For Modern Heating”’ 


Gravity or Air Conditioning 


NEWARK 


*““Steel— Everything Right”’ 


SOLID COMFORT 


‘Best in Its Class’’ 


The May-Fiebeger Company 
Newark, Ohio 
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THESE TWO HELPERS 
WORK WITHOUT PAY! 


yy 
i\ Yn 
Ts yo 
dA 'OF% 9 
“i * 


f 


Send for these free books 





EW developments in materials and methods of construc- 

tion during the last few years have given rise to many 
questions concerning proper sheeting practice under vari- 
ous conditions. To help you deliver your usual first-class 
job when confronted by unexpected difficulties is the pur- 
pose of these two authoritative books. 

“Copper Roofings” and “Copper Flashings” fully illustrate 
and explain the correct application of copper for roofings, 
flashings and roof drainage installations, They are sent 
free to sheet metal contractors. Write for your copies today. 


COPPER & BRASS 


RESEARCH ASSOCIATION 
25 Broadway, New York 





Fe ese ee eee eee ee is . . 1 
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Seventy-five years 


O 


Heating Progress 


The year 1932 marks the seventy-fifth anni- 

versary of the L. J. Mueller Furnace Company 

. the three-quarter century milestone of a 
sound, progressive industrial career. 

This modern organization, with a seasoned 
background of broad experience in the heating 
field, offers the heating and ventilating trade a 
line for 1932 that is second to none... a step in 
advance of most ... at the lowest prices in our 
history. 

Seventy-five years of constant development... 
seventy-five years of planning ahead can and do 
mean something to the dealer and home owner 
in terms of general satisfaction. 

Mueller coal-fired furnaces and boilers; fur- 
nace pipe, fittings and registers; Mueller Gas 
Era gas-fired furnaces (both cast and steel... 
to meet quality and price demand); Gas Era 
boilers (both steam and hot water, all sizes... 
noted for compactness and high efficiency); 
Mueller-Sturtevant Air-Conditioning Systems— 
here is a line which offers the dealer greater 
profit opportunities than ever before. Let us tell 
you why and how. Use the coupon. 


L. J. MUELLER FURNACE CO. 


336 So. 2nd St. Milwaukee, Wis. 





L. J. MUELLER FURNACE CO. 

336 So. 2nd St., Milwaukee, Wis. 

Tell why and how. We are interested in: 
(J Climator Air Conditioning Systems 


Send 1932 prices on items checked 





OR eT Ae ae ee aD 


O Mueller Coal-fired Furnaces RED SAT REL ee Re Oc OI ae eee 
C) Mueller Gas Era Furnaces 

C) Mueller Gas Era Boilers 

( Mueller Furnace Fittings and Registers A d dr ess 
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‘DESPITE THE TIMES ... 


Inland forges ahead with 
Great Strip-Sheet Plant 








In the face of the steadily declining curve of business 
volume and earnings, the curve indicating Inland’s range 
of products, Inland facilities and Inland service, has con- 


stantly risen during the past year. 


To gain these ends—to prepare for the inevitable pros- 
perity of American industry —to keep abreast of the finest 
and latest engineering achievements —Inland is just com- 


pleting a huge new plant. 


Early in 1932 this plant will start producing sheets up 


to the finest finishes, universal mill plates, and hot and 





cold rolled strip. Included among the many new Inland 
products will be automobile body sheets, furn‘ture sheets, 


fender stock, full pickled full cold rolled sheets, and nu- 


Above: Exterior of the group of buildings which 
will house the new Inland continuous plate, 
The new Inland plant is the most advanced develop- sheet, and strip plant. 


merous other high finished products. 


ment of the continuous sheet mill idea. Its products will 


, , & 
attain a new and greater standard of quality. Inland con- 
fidently welcomes the opportunity of placing them at your Below: Interior view of one building ; 






service. INLAND STEEL COMPANY, 38 S. Dearborn | installation of hot-mill stands. 


Street, Chicago, Illinois. ‘ 










ABLE SERVANT 


Sheets Bars Plates 
Structurals Piling 


Rails Track Accessories 
Bands Rivets Billets 
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Anaconda Copper 


“saves time on the job” 


for 
AUGUST KUHNLA, INC. 


sl OO 


AY after day, year after year, Anaconda 

Sheet Copper saves working time for 
August Kuhnla, Inc., an important firm of sheet 
metal contractors in Brooklyn, N.Y. That is one 
reason why they have used it for eighteen years 
... why they preferred to use it for the copper 
roof and all sheet metal work on the new First 
Presbyterian Church of New Rochelle, N. Y., 
awarded first prize in the Christian Herald 1930 
Annual Church Competition. 


ott 


t 


Charles F. Kuhnla, vice-president, declares 
his confidence in Anaconda Copper thus: “We 
have been using sheet copper manufactured by 
The American Brass Company for more than 
eighteen years. In all that time we have never 
found any variation in the quality of the sheet. 
Its accurate dimensions and workability save us 
time on the job.” 


Any contractor anywhere can depend on 
Anaconda Sheet Copper for these same qualities. 
A century of manufacturing experience and up- 
to-date plants help maintain the high standard 
of Anaconda quality. 


AnaZowoA 


THE AMERICAN BRASS COMPANY 


General Offices: Waterbury, Connecticut 
Offices and Agencies in Principal Cities 


95 





FIRST PRESBYTERIAN CHURCH, New Rochelle, N.Y. 
—The entire roof and a// the sheet metal work on this 
building is of Anaconda Copper, 27,500 Ibs., supplied by 
the Sheet Metal Manufacturing Co., Brooklyn, N. Y. Sheet 
Metal Contractor: August Kuhnla, Inc.; Architect: John 
Russell Pope; General Contractor: John K. Turton Co. 


ANACONDA COPPER 
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Accept this invitation. Satisfy yourself 
as to Barnes quality. 












Again we repeat, “Compare It’, for all 
Barnes Products pass the closest scru- 
tiny of the most skeptical. 












, eZ. 
_yY 

















Cut this Barnes Conductor Pipe any place. It 
won't split. The lock-seam is your guarantee. 


The Barnes 
Locked Seam - 
cannot come At is an exclu- 


Magnified View apart ° 
of Seam Lock sive feature on 
Barnes Elbows 


and Conductor. 





always 

keeps faith with 

its trade. This is your 

guarantee of a contin- 
ued uniform quality. 





Jobber distribution 
everywhere so when 
quality counts and you 
want service, 


“Specify Barnes” 


BARNE 
4425 W. 16th Street S METAL oar COMPANY Chicago, Illinois 


Conductor Pipe, Elbows, Eaves Trough and Fittings. All Sizes. All Metals. 
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with successful sheet metal men 








SERIES No. 1 


[co\\\ 





NUMBER 10 











HEBooth-Coulter Coppersmithing Co., 
Ltd., of Montreal, is one of the best 
known sheet metal concerns in the Domin- 


ion. During the twelve years it has been 
in business it has grown rapidly under the 
progressive leadership of Mr. W. C. Coulter, 
President; Mr. Geo. Allen, Vice-presi- 
dent, and Mr. W. R. Sangster, Manager. 


BELow: Monel Metab lobster packing equipment 
made by Booth - Coulter for the plant of Emile 
Paturel, Shediac, N. B. 1. Table of 18 gauge 
Monel Metal. 2. Perforated Monel Metal platter. 
8. Two-compartment Monel Metal Sink. 4. Three- 
compartment Monel Metal Sink. 





& 
Mr. W.R. Sangster, Manager, Booth- 
Coulter Coppersmithing Co., Ltd., 
Montreal, Que., Canada, 


The firm’s success has been due princi- 
pally to its energetic selling policy. Booth- 
Coulter never hesitates to go after any job 
that can be executed in metal. No problem 
is too tough — no installation too difficult— 
for this group of resourceful craftsmen. 

The firm specializes on equipment for 
steamships, paint manufacturers, canners, 
food service installations, breweries, tex- 
tile mills, dairies, laundries, soap manu- 
facturers and private homes. Out of this 
broad experience, the Booth-Coulter or- 
ganization has acquired an expert knowl- 











2 
1 
3 4 











ATTEND the annual convention of 
the National Association of Sheet 
Metal Contractors at Louisville, Ken- 
tacky, week of January 25, 1932. Be 
sure to visit our booths Nos. 5 and 6. 





MONEL METAL A MONEY- 
MAKER FOR MONTREAL 
SHEET METAL FIRM!... 


O35 89000. Be 
sR aeger @: 


The Booth-Coulter shop—a large, well-equipped 
and up-to-date plant. 
edge of metals and their proper appli- 
cation to any given job. 

As a result, Monel Metal and Nickel 
figure prominently in many Booth-Coulter 
estimates. The increasing need of indus- 
try for equipment materials that are rust- 
proof and corrosion-resisting has given 
the firm a fine opportunity to build a large, 
profitable volume on these two modern 
metals. Their own experience and that of 
their customers have thoroughly demon- 
strated the superiority of Monel Metal 
and Nickel for installations that require 
rust-immunity and corrosion-resistance 
plus cleanability, durability and attrac- 
tiveness. 

Booth-Coulter has made money on its 
Monel Metal work and there is no reason 
why you should not also cash in on 
profitable Monel Metal jobs. Monel 
Metal business means repeat work from 
satisfied customers. Let us send you 
more complete information about Monel 
Metal sales opportunities. Write today. 








A HIGH NICKEL ALLOY 


Mone! Meta! is a regie- 
tered trade mark applied 
to a technically con- 
trollednickel-copperalloy 
of high nickel content. 
Monel Metal ie mined, 
smelted, refined, rolled 
and marketed solely 
by International Nickel, 


NICKEL ALLOYS PERFORM BETTER LONGER 











THE INTERNATIONAL NICKEL COMPANY, INC., 67 WALL STREET, NEW YORK, N. Y. 
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NEW |“ RIVAL” STRAP HANGER 





. « - for double bead gutter 


“The Rival” locks around 
both beads and holds the 
gutter firmly in position 
by reason of its snug fit 
all around. It is very 
easily adjusted. 


The cross-bar of this new 
hanger is in one piece and 
can’t spread. Its truss shape 
makes it rigid. 


Patent applied for. 


2a 7 - = i saa q oe 


As it appears packed in carton. Note 
how compact it is for shipment 





“The Rival” strap hanger is also made for single Close-up of lock. 
bead gutters in four sizes—4”, 44%", 5”, 6”. Heavy Observe how snug- 
galvanized iron and copper. ly it fits the bead. 





Your jobber has these leaders in the B.B.” Line 





Write 
for our “Quaker City” Miter 


Reinforced corner and double seam 
complete 





catalogue. 
Order 


from the “B.B. Favorite” Gutter 


nearest Hanger 


jobber. 





“B.B.” Spring Circle Clip 


Furnished only with “‘B.B.”’ Circles at 
no extra charge over old style straps 





“Shur-Lock” 
Pipe Sickle Hooks “E-Z Fit” Eaves Trough 


BERGER BROTHERS CO. 


229-237 ARCH STREET ¢ PHILADELPHIA, PA. 
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New York’s Great Gateway 
1s roofed with 


EVERE SHEET COPPER 





Journey’s beginning and journey’s 
end. Hundreds of trains and thousands of people 
every day. Grand Central Terminal, New York’s 
great gateway. A gigantic man-hive of activity... 
under a spreading 4-acre roof. 

That roof, erected in 1910, is of Revere Sheet 
Copper. 

Around this terminal has grown the Grand 
Central Zone. One after another skyscrapers have 
gone up... the Bowery Savings Bank, the New 
York Central Building, the Graybar Building, the 
Daily News Building, the 5 1-story Lincoln Building. 

Revere Sheet Copper, or other Revere Copper, 
Brass and Bronze products were used... for roof- 
ing, for flashings, for cornices, gutters, skylights, 


Ewing Galloway 


and for ornamental and architectural purposes. 


“Jobs” like these have built Revere prestige... 
which in turn has created a strong preference for 
Revere products. 

This prestige and this preference are aids to the 
Sheet Metal Contractor in securing business. The 
permanence and performance of Revere products 
will insure installations which are a source of satis- 
faction to home owners just as they are to the 
owners of these great buildings. 

For further information address Revere Copper 
and Brass Incorporated, 230 Park Ave., New 
York City. 








avers 


Dallas Division, Chicago, Ill. 





Baltimore Division, Baltimore, Md. 


Taunton-New Bedford Division, Taunton, Mass. 


IC Copper and Brass 


INCORPORATED 


Higgins Division, Detroit, Mich. 
Rome Division, Rome, N.Y. 


Michigan Division, Detroit, Mich. 


Executive Orrices: NEW YORK CITY 


Genera Orrices: ROME, N.Y. 
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Sealed in Steel! 


HAT is Waterbury’s answer to the 
universal demand for permanently 
CLEAN heat! 

No matter how smoky or smelly the 
fire—no matter what fuel is burned—all 
combustion odors and gases are Sealed 
in Steel by the Waterbury! That’s the 
answer that SELLS the customer. 

Today people want to know what is 
within the casing of the furnace they 
buy. Here’s where the Waterbury dealer 
clinches the sale. “There you are” he 
says. “The fire is Sealed in Steel by the 
heavy welded seamless construction of 
the Waterbury—the ONLY furnace 
guaranteed permanently gas-tight.” 


Built-In Humidifier 


Every Waterbury has a built-in, Con- 
trolled Humidifier. The large shallow 
tank gives rapid evaporation, controlled 
as desired and is exceptionally efficient— 
the answer to today’s demand for greater 
comfort. 

The more you study the Waterbury 
and our Franchise, the better you will 
like the whole proposition. Get all the 
facts. Then you will KNOW that the 
Waterbury means greater profits for you 
and a steadily growing business. Write 
us today! 


Waterman-Waterbury Co. 


1122 Jackson St. N.E., Minneapolis, Minn. 
; Complete Stock Carried At 


Pittsburgh Yakima 


Chicago San Francisco 
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Kansas City 


WATERBURY | 


ALL STEEL SEAMLESS FURNA 


E 
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AIR CONDITIONING 


Once again, with the publication of this annual issue, 
AMERICAN ARTISAN marks the passing of another twelve- 
month period. During these past twelve months optimism, 
courage and resourcefulness have been sorely hammered. 

In the face of prevailing pessimism, it would be easy to 
point out how truly difficult this year has been and to look 
for a convenient shoulder to cry on. Nevertheless, while we 
do not wish to set ourselves up as any business Pollyana, 
there is unmistakable evidence that the hopeful signs of 
today will be the guiding signs of coming months. 

We hear on all sides discussion of air conditioning. Some 
of us may feel that too much publicity is being accorded 
this newest and popular trend in warm air heating. Yet we 
must admit that in air conditioning we have a most powerful 
weapon to fight depression and, better yet, a weapon which 
will make us the dominating figure in the campaign to con- 
dition the American home. 

The warm air heating industry has been the under dog for 
many years. We have been called cheap, dirty, out of date; 


. we have been merely tolerated by home owners, realtors, 


engineers and architects. 

And now to the surprise of all these outsiders this under 
dog emerges as the sponsor of the most remarkable, the 
most healthful, the most modern type of heating the world 
has ever seen. 

It should be impossible—and unthinkable—for us to get 
too high hat about this system of ours. Nothing we can say, 
no boast we can contrive, can be too optimistic. We should 
be, and will be, envied by all competing forms of heating. 

On this wave of public acceptance our whole industry 
must go forward. Not only must we keep a strangle hold on 
air conditioning, but we must use this awakened public in- 
terest to emphasize the fact that even the simplest types of 
warm air heating give a greater degree of air conditioning 
than the most complicated and accessoried competitor. 

This new day popularity is being handed to us on a silver 
platter. 

The public is expecting us to keep air conditioning and 
develop and extend it into every home in the country. 

If we slip we must not expect condolence, for while the 
public loves a fighter and pays homage to him, it has neither 
time nor attention for the quitter. 

Let’s Fight! 











An Eight Degree 
Air Conditioning System 


HILE there have been hun- 
Vf dreds of forced air and 
semi-air conditioning  sys- 
tems installed in homes within the 
past three years, the number of 


truly air conditioned house systems 
can still be counted by the dozens. 


When we speak of air condition- 
ing here, we mean a system which 
supplies heat, circulates the air, con- 
trols humidity in winter, operates 
automatically, cleans the air of im- 
purities, dehumidifies and cools in 
summer, and purifies the air passed 
into the rooms. 

In Indianapolis, Indiana, there 
was completed in the fall a resi- 
dential system which has every fea- 
ture of true air condition, except- 
ing, perhaps, individual room tem- 
perature control. This installation 
was made by the Kruse Company 
of Indianapolis in the home of El 
Lilly 

In this installation heat supply is, 


of course, by warm air, with the 
source of heat supply in oil burners. 
Air is circulated by two centrifugal 
type blowers, cleaned with dry fil- 
ters, humidified by automatic hu- 
midifiers, and conditioned for cool- 
ing and dehumidification in summer 
with a Carrier conditioner. 


The interesting features of this 
installation are engineering details. 
The builder of this home wanted 
the most modern type of heating. 
He wanted, as others who under- 
stood the value of health under- 
stand, interior conditions beneficial 
to health and comfort. This owner 
had an air conditioning unit in his 
former home, and this equipment, 
which is the Carrier equipment 
used, was moved from the former 
house to the new one. 


The heating plant proper is strict- 
ly modern in its design and hous- 
ing. The photograph of the heater 
shows that there are two furnaces, 


in this case twin “Krusair” oil burn- 
ing furnaces with the burner housed 
completely in the casing. The two 
furnaces are arranged in a battery 
with one huge warm air main duct 
taken off both furnaces. At each 
end of the furnace battery is a cabi- 
net in which the blowers and filters 
are placed. The return ducts fronr 
the house are brought to the fur- 
nace as two large returns, each one 
feeding into one blower housing. 

The humidification apparatus is 
located above the furnace radiators 
and consists of four water pans 
with graduated bottoms, permitting 
various areas of water surface. 
Water supply is automatically main- 
tained in the pans. 


The casing for the heater and ac- 
cessories is of special design painted 
in modern fashion and pleasingly 
free from appurtenances on the out- 
side. 

The plans show most of the in- 


This system fulfills our definition of air conditioning to the eighth 
degree. Here they are: 


1—Supplies heat. 

2—Automatically controls humidity. 
3—Thermostatic temperature control. 
4—Positive air circulation. 


5—Cleans the air. 


6—Faster summer circulation. 
7—Summer cooling. 
8—Summer de-humidification. 
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teresting features of the heat sys- 
tem. On the basement plan the sup- 
ply is indicated as one exceptionally 
large main which is carried to the 
furnace room wall as a single duct. 
At the wall this single main is split 
into two mains which supply all reg- 
isters in the house. The construc- 
tion of these mains is considerably 
simplified by the design of the sys- 
tem which groups the risers into 
two areas located under the two 
lines of partitions which divide the 
first floor longitudinally. With but 
one exception, all supply is from in- 
side walls, the exception occurring 
in the outside wall register of the 
dining room and corresponding sec- 
ond floor bath. 

The return air side of the system 
is through two mains placed along 
the outside walls, with outlets from 
the first and second floor rooms 
brought down outside walls. A fea- 
ture of the return system is the use 
of quadrant dampers in the base- 
ment mains at the principal transi- 
tion points. 

The basis of operation is deter- 
mined by the conditions specified 
and assumed for the house. Tem- 
perature rise specified is 68 degrees 
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This is the Carrier air conditioning unit which was moved from the owner’s 
old home to his new residence. The unit consists of a washer, refrigeration 
coils, and the necessary accessories 


inside at a point 3 feet above the 
floor in zero weather outside. The 
heat loss for the house is calculated 
at 413,000 B.t.u. per hour. Through- 
out the house the register tempera- 
ture used is 140 degrees, with re- 
turn air temperatures at the blowers 
65 degrees. 

The supply and return are bal- 
anced for size with 11.3 square feet 








Here is the heater in its modern dress. The twin oil burning furnaces are in the center with a blower and filter cabinet 
at each end. Four humidifying pans are used. One large heat main and two returns constitute the duct work 





of duct at the furnace. The system 
is designed for low main velocities, 
400 f.p.m. in the mains and 500 
f.p.m. in the risers. The fan size 
was determined according to the 
c.f.m. needed, which for the pipe 
area and the velocity used calls for 
a fan capable of delivering just 
under 5,000 c.f.m. 

There are several types of regis- 
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cH 30x13" ! The piping plan shows the comparative simplicity of the well designed system. 
Non" 16" The grouping of risers and returns is well planned. Note how the return air 
1 WA. | is also grouped for easy flow. 
! | 
| 
; Uy The provision for summer cool- behind these connections, or be- 
== 208M ing is based upon the use of a Car- _ tween the stubs and the heater, a 
="? aailig rier conditioning unit incorporated quadrant damper is placed in the 
Z30'x 24°C. in the piping plan of the house. return line. In summer this damper 


is closed so that the fan of the con- 
ditioner draws air from the two 
returns serving the living room, li- 
brary and the master bedroom on 
the second floor. 


. The basement piping plan shows 
ra a . one stub connected into the warm 
2- MILES CENTRIFUGAL air leaders serving the right end of 
FURNACE BLOWER the house. The plan also shows two 

connections into the return air 


trunks. The plan shows that just The air from these rooms is put 
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On the first floor, the living room, 
hall, dining room and service rooms 
are placed in the floor. These regis- 
ters are statuary bronze finish, plain 
lattice design. The return air floor 
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F grilles match the registers. In the rns | 
library the registers are of solid | a - aan i | 20° 14"C.A. REG. 
bronze and are built into the book- C2 > Sa 4 
' | 
cases 6 feet from the floor. Return c _— 
. . . bd y «4 
grilles in this room are located in BATH 
the front panel of the window seat. ! oe oe | On the second floor the master bed- 
aa 7 . : 
Most of the registers on the sec- ; WO'n 12 WAR prec —— “anion tation 
ond floor are placed in the floor. In | SERVANT'S tioned. The remainder of the second 
af : | floor is served in summer only by cir- 
the master bedroom side wall regis- culated air from the fans of the heating 
ters are used, placed 6 feet above l plant. As on the first floor, registers 
. ' — are on inside partitions with returns on 
the floor. In the service quarters ; Bid" WAREG. outside walle. 
| 
' above the garage each room has a : bee tanin 
floor register, but one return in the | 
hall serves this wing of the house. 
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through the conditioner unit where 
it is cooled and de-humidified and 
returned to these rooms via the reg- 
ular heating system. Another quad- 
rant damper is placed in the supply 
trunk to shut off the rooms to be 
conditioned. 

This means that only the rooms 
in the right end of the house are 
equipped for cooling. The re- 
mainder of the house will be served 
by circulated, but not artificially 
cooled, air. 

One of the photographs shows 
the conditioner unit in the basement. 
This piece of apparatus was in serv- 
ice in Mr. Lilly’s former home and 
so enthusiastic was he over summer 
cooling that he insisted on having 
his old equipment placed in the new 
house, 

The unit is connected into the re- 
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The first floor plan shows both baseboard and floor registers, returns in all 

key rooms and well designed distribution of warm air supply. On the first 

floor the living room and library are air conditioned in summer. The unit 

which supplies the refrigerated air, dehumidified, is located under the library. 

Inlets are on partitions with returns along outside walls. The piping system 
in the garage is hung to the ceiling 


turn air lines as explained. On the 
photograph the large black duct in 
the upper right corner is one con- 
nection with the return air system. 
The other connection is on the other 
side of the wall to the left of the 
unit. 

The air from the rooms condi- 
tioned is brought through these duct 
connections into the fan housing 
which is behind the unit. The fan 
forces the air into the unit where it 
is passed over coils which are cooled 
by refrigerant. The cooling refrig- 
erant is introduced into the coils by 
the pump and the insulated lines 
shown in the photograph. The re- 
frigerating machine is located in the 
garage at the far end of the house 
and connected with the conditioning 
unit by insulated pipes. 

The refrigerating coils do two 
things—first, they drop the temper- 
ature of the air several degrees ; and 
second, they cause moisture to be 
deposited to effect de-humidifica- 
tion. 

The operation of the unit is ther- 
mostatically controlled through a 
cycle just the reverse of the control 
used in heating. As the thermom- 


eter calls for cooler air the control 
turns on the fan of the conditioner. 
The fan blows the chilled and de- 
humidified air into the rooms 
through the heating system and 
draws air back through the return 
ducts. Naturally this colder air 
picks up more heat units from the 
air in the rooms. 

This installation of summer con- 
ditioning equipment illustrates a 
sales point of importance—the fact 
that not all of a house has to be 
cooled. With kitchen ventilation, 
for instance, this room need not be 
cooled. Service quarters such as 
halls, baths, pantries can also be 
omitted. The result is that much 
smaller equipment and lowered op- 
erating costs give conditioning in 
those rooms frequently occupied or 
where cooling is desired without 
trying to cool the entire interior. 
It is much easier, also, to maintain 
inside conditions such as closed 
doors and windows, in such quar- 
ters as living rooms and bedrooms 
than in such rooms as halls and 
kitchens where it is necessary to 
open doors and windows frequently, 
letting in hot outside air. 
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This unusually interesting and effective display floor belongs to E. A. Freed, Moline, 
Ill. The furnaces are painted silver and blue, silver and gold, and other colors. Mr. 
Freed says his floor brings him prestige and profitable business 


DISPLAY FLOORS—The Answer 
to Today's Business Challenge 


HE quotation below was re 

cently given by a man who has 

spent a lifetime selling mer- 
chandise and sums up in a few 
words his experience with a long 
list of varied commodities. 

In this day of intensive competi- 
tion, display is becoming more and 
more important. - Not only is there 
competition between warm air heat- 
ing contractors, but there is growing 
competition between our industry 
and other industries striving for the 


consumer’s dollar. And just as a 


man is often judged by the company 
he keeps and the appearance he 
makes, so, also, is any business 
judged by the appearance it makes. 

If there is any evidence needed 
to prove the value of display, con- 
sider for a moment the plumbing 
and heating industry. In many re- 
spects this industry is similar to 
ours. The plumbing and heating in- 
dustry is a contracting business. 
The men in it sell heating just as 
we do and they also sell various 
lines of merchandise. For many 


years this was a back street busi- 
ness. Shops were given the mini- 
mum of attention and merchandise 
was shown in haphazard manner. 
So far as appealing to women, there 
just wasn’t any feminine appeal. 
Today the industry has reversed 
itself and every community has its 
plumbing and heating shops, where 
the latest and most appealing mer- 
chandise is displayed so effectively 
that women find the selection of 
plumbing and heating goods a pleas- 
ure. That change was not brought 
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“The best way to sell any kind of merchandise today is 

to display it. If possible show the merchandise in oper- 

ation. If it can’t be shown in operation show it inactive, 
but show it as it will appear in the prospect’s home.” 
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about over night. Years were spent 
in learning what is effective and 
what is not effective in display. 
Much time, thought and money 
were spent learning where to dis- 
play and what to display. But this 
time and thought and money has 
been well spent, for the industry 
has risen in popular appeal in just 
the ratio that this effort was ex- 
pended. 


Today the warm air heating in- 
dustry is on the threshold of great 
changes. The well known furnace 
is about to emerge from category of 
necessary, but uninteresting mer- 
chandise, to the place where the 
public wants to know 
what the industry 
has to offer, and 
more important yet, 
is willing to visit the 
contractor’s place of 
business and_ see 
what this new type 
of heating looks like. 

Changes in mer- 
chandise and meth- 
ods are coming with 
a swiftness which | 
makes it difficult for 
the contractor to 
keep abreast of them. 
The furnace is quit-* 
ing the galvanized 
iron state and mak- 
ing its appeal on a 
better type of heat, 
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upon beauty, color, 
and on design thor- 
oughly in keeping 
with modern trends 
to basement recrea- 
tion rooms, equip- 
ment-free floor areas 
and year-round com- 
fort. 

It behooves every 
heating man to ask 
himself—if the pub- 
lic is coming into my 
place of business to 
see what I have to 
offer, am I prepared 
to welcome visitors 
in a display room 
where my equipment 
shows to best advan- 
tage, where women 


The floor at the top of the page be- 
longs to the Hahn Roofing & Heat- 
ing Co., Inc., Birmingham, Alabama. 
The furnaces are placed along the 
inside truck drive on a painted floor. 
Roofing materials are displayed above 
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Hunt Brothers, Kansas City, Mo., 
believe in showing the equipment 
they sell. On their floor is a fully 
equipped, gas fired furnace and a 
square cased coal burner. Many sales 
are consummated from this display. 
The picture of their floor is in the 
center 
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Rhodes Manufacturing Co., Grand 
Rapids, Mich., below, combine win- 
dow and floor display into a show 
room which “stops the passerby.” 
This huge horse attracted much at- 
tention from grown-ups and children 
and made one of the best displays 
the company has produced 
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can sit and discuss heating without 
fear of smudging frocks, and where 
the men can see just what I propose 
to give them and judge what my 
equipment will do? 

Yes means a display floor that is 
just as attractive, just as clean as 
the floor where the public goes to 
see its next automobile, its bath- 
room fixtures, its carpets and rugs 
and furniture and all the rest of the 
hundred products which go to make 
the home beautiful and life worth 
living. 


What Should Display Cost? 

Having a good display floor 
should not be a question of whether 
the heating contractor can afford a 
display floor on Main Street. Of 
course a display floor on a street 
where thousands pass every day will 
attract more attention than a similar 
floor three blocks off the car line or 
behind the contractor’s house. But 
regardless of where the contractor’s 
shop is located he should have a 
display floor just as well furnished 
as his finances will permit. 

How much should a display floor 
cost is a pertinent question. The 
plumbing and heating industry says 
that the investment in show rooms 
should range from 1 per cent to 
12% per cent of the total volume of 
business. The average would be 
about 6% per cent. This particular 
figure is for display rooms on a 
good main street location either as 
a part of the general shop or sepa- 
rate from it. 
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For the warm air heating indus- 
try a lower average percentage 
should be adequate. Supposing you 
do a yearly business of $15,000. If 
your display floor is frequently 
changed, if it occupies the most 
valuable front part of your interior 
then at 4 per cent for display you 
should figure into your overhead 
cost an item of $600 to cover rent 
upkeep, maintenance. If your shop 
is off the busy streets and your rent 
or overhead for space is between 
$600 and $1,200 a year, then the 
$600 allotted to display should be 
more than adequate and a figure of 
$300 would be nearer the correct 
amount. 
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The Droegkamp Fur- 
nace Co., Milwaukee, 
Wis., are merchandisers 
of great ability. Here is 
one of their display 
floors showing furnaces, 
accessories, oil burners, 
and descriptive litera- 
ture. The company’s 
sales force gets benefit 
from this display of 
products as well as does 
the buying public 


What Should You Display 

Recently we asked a number of 
contractors to send us a photograph 
of their display floor. Some of the 
more representative floors received 
are shown with this article. What 
do these floors show. 

First of all, of course, are the 
furnaces. Just the few photographs 
shown emphasize the wide range in 
thought, money and effort spent to 
make these furnaces appear to best 
advantage. 

Of course the furnaces displayed 
ought first of all to be assembled so 
the customer can see how the heater 
will look in the basement. Just a 
cased furnace should not be enough. 





In Pittsburgh, Penna., the Schwartz Furnace Co. sells completely engineered, 

gas-fired and coal burning heating system. The display floor shows all the 

products the company has for sale. Cut-away and partly assembled units 
enable prospects to see how the equipment is made and how it looks 
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A piping system, made just as care- 
fully as possible will add much to 
the interest of the display. The 
ends of the ducts can carry various 
types of registers and _ grilles. 
Neatly printed cards can call atten- 
tion to the more important details 
like dampers, coverings, and the 
sales points of the furnace proper. 

If the contractor is engaged in 
forced air installation then a forced 
air system with the fan and filters 
or washers and controls all properly 
hooked up should be on the floor. 
By all means have a switch so that 
the equipment can be made to 
operate. Of course ribbons at the 
ends of pipes or tied to registers are 
old stuff, but the public will never 
get over thinking of forced air in 
terms of snapping ribbons showing 
how the air is being forced into the 
room. 

Many contractors have borrowed 
a page from the display book of the 
automobile dealers and show their 
forced air equipment with glass 
ports or windows in the furnace, in 
the bonnet, in the fan housing, in 
the washer, over the filters. Through 
these glass doors the customer can 
see just what goes on inside the 
heating plant. ‘ 

Many contractors have gone a 
step further and placed lights be- 
hind these glass ports so that the 
water spray of the washer can be 
watched, so the fan can be seen end- 
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Earl Smth has his business in a small town—Flora, Ind. Much of his busi- 

ness is rural, but his floor is a sales adjunct he would not do without. In 

addition, he rents Main Street show windows to put his merchandise out 
where everyone must see it 


lessly whirling around, so that rib- 
bon air indicators can be seen inside 
the casing. One contractor places 
inflated balloons inside the casing 
so that when the fan is turned on 
these balloons skip merrily around 
inside the glass to the delight of the 
prospect. 

One fundamental sales idiosyn- 
crasy should be kept in mind—no 
matter how childish these visible 
sales helps seem, the public likes 
them and will stop and watch their 
movements or read their explana- 
tions. 





Rummel, Inc., Mishaweka, Ind., has tried several types of display floors. At 

one time the company occupied downtown space with an oil burner agency. 

This floor is in a residential area and provides comfortable seating facilities 
for customers 


Dress Up the Floor 

The photographs show another 
interesting fact. That is that in 
most cases considerable attention 
has been given to making the dis- 
play room as bright and cheerful 
and comfortable as finances will 
permit. 

While a good arrangement of 
equipment is necessary, don’t forget 
that customers should be given 
some place to sit down, especially 
the ladies. The more comfort pro- 
vided, the easier it is to hold the 
prospect’s attention until the sales 
talk is completed. 

These stage settings cost little. 
In many cases some of them can 
be brought from home, given a coat 
of paint, re-upholstered, or cleaned 
and are then ready for service. 
Richness is not essential, for after 
all we are not selling imported au- 
tomobiles, but a heating plant and 
we are not ritzy. 

Some contractors tell us that they 
have become better installers since 
they opened a display floor. 

And last, contractors report that 
adoption of a display stimulates in- 
terest, raises the general pride and 
satisfaction in being in this business 
and creates a feeling of being pro- 
gressive, aggressive and an estab- 
lished and necessary part of the 
community. 





HE W. D. Schoeneman and 

Sons Company of Rochester, 

New York, is unique among 
sheet metal contracting firms in 
that the firm has and does only 
steel ceiling contracting. This 
company, one of the oldest metal 
contracting firms in the East, was 
started by the father of the pres- 
ent owners in 1897. W. D. 
Schoeneman ran a small tin shop, 
but early in his business career 
became interested in the possi- 
bilities of steel ceiling contract- 
ing and devoted more and more 
of his activities to this work. The 
sons have made the business ex- 
clusively a steel ceiling organiza- 
tion. 

During the long business life of 
this firm, practically every good 
market condition has 
been met and overcome. Panics, 
cut-throat competition, lack of 
material, lack of mechanics, loss 
of market and all the others have 
one by one confronted this firm 
and been conquered. 


Probably the most interesting 
feature of this firm’s operations is 
the method used to get business. 
To give this receipt briefly—it is 
by advertising. Not just hit or 
miss advertising, but a compre- 
hensive campaign which is care- 
fully designed to blanket every 
market in their community. 


and bad 


Schoeneman, 


Steel Ceiling 
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The exterior of 
the Schoeneman 
office and shop is 
this efficient look- 
ing two-story 
building. The 
drive door opens 
into the shop 
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For instance, Rochester is a 
manufacturing city with a large 
foreign born or foreign extracted 
population. For the most part 
these nationalities live in the 
older residential districts of Roch- 
ester. Their homes are old apart- 
ment buildings or old homes 
made over into apartments or 
one time business buildings. 

Naturally most such dwellings 
have been standing for many 
years. In some cases the work- 


TEILNG FALLS, 
= (6 OMENHURT 


Instruction 


« or the | Restaurant Patrons in Panic 
ieee as Plaster Gives Way; 
$25,000 Damage. 





Sixteen women were cut and 
Oruised at 6 p.m. Tuesday when 
the plastering on the ceiling of the 
j*estauramt ip which they were eat- 
ing, the Ambassador Sandwich 
Shop, 1412 Woodward avenue, gave 
Way and fell on them. 

More than 60 diners and a dozen 











| were carried out by men from the 
stree 
ured Somen were treated 
a Reo be ving Hospital for cuts and 
bruises on their heads, racanel and 
and arms, 

The damage. according 
Christcphoulos ae ‘et. the 
Ambassador Lunc 

000. 


¥ Fmery, chief building 
inspector said he would search the 





spected six years ago when it was 


‘om what I gather the altera- 
| tions ‘were not 61 ent to place the 
jub within the authority vot the 
juilding code,” stated Emery “It 
tat was the case, no inspection was 
ma’ 

| There § is virtualy nothing in the 
|code to give us ons to segu- 
late ceiling altera: aod unless hey 
| are of a radical natu 
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ing men own the buildings they 
live in—in others the buildings 
are owned absentee or are oper- 
ated by trustees of estates. To 
get ceiling business from each of 
these three classes necessitates 
different methods of advertising 
approach. 

To reach the first class—the 
resident owner—advertisements 
in the owner’s own language are 
used. Some typical such adver- 
tisements are shown with this 
article. The correct placing of 
these advertisements was worked 
out through years of experiment- 
ing to get the maximum results 
from the smallest possible ex- 
penditure. The Schoeneman com- 
pany has found that community 
programs such as are used ex- 
tensively for the small commu- 
nity affairs so frequently held by 
such owners are a very good 
source of inquiry. 

Of course these advertisements 
are printed in the language of the 
group attending the affair. The 
firm has also experimented with 
the sizes of such advertisements 
and has found that a small ad- 
vertisement placed in the pro- 
gram seems to get about as much 
return as a large splash and at 
much less cost. For the most part 
the cost of such advertising i 
small, but the group reached 
highly concentrated. Also such 
advertisements are placed in the 
buyer’s hands at a time when he 
probably hasn’t anything else to 
read or distract his attention and 
all the advertisements are read. 


Each year the company buys a 
quantity of large calendars such 
as the one shown in one of the 
illustrations. These calendars are 
given to remodeling contractors, 
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to real estate operators and to 
men handling property which 
needs steel ceilings. This class of 
buyer is distinct from the owner- 
tenant. Naturally, these persons 
are interested in ceilings from the 
standpoint of the money saving 
involved. 


The buildings controlled by 
this class of buyer are usually 
old and in need of plaster repairs. 
The advertising and the sales talk 
of the Schoeneman firm stress the 
savings possible with steel. 


Notice in this connection that 
practically every advertisement 
emphasizes the point—it is not 
necessary to remove old plaster. 


This special point has become 
practically the slogan of the firm. 
Housewives are strongly inter- 
ested in this because it does away 
with the muss and disorder which 
removal of plaster brings. The 
firm has found that this point is 
usually a clincher with the house- 
wife. For the owner of tenant 
buildings, this point is also of in- 
terest because it means just that 
much less cost. 

In order to live up to this 
slogan the firm has developed 












W. D. SCHOENEMAN Inc. 
METAL CEILINGS 
Plastic and 
Small Patterns for Parlor, Living and 


Room Ceilings and Walls 


Not necessary to remove plaster 
Will call and Estimate 


Patterns from two manufacturers 
to select from 


Established 1897 
Show and Salesroom 257 Exchange St. 
Phone Main 78 
























The Blusterin 





This is a classified telephone direc- 
tory advertisement. This expendi- 
ture brings excellent results 











W. D. SCHOENEMAN, INC. 


METAL CEILINGS AND WALLS 
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These calendars ¥ ALL SIZES Hat Necessary to Remove Plaster 
are given to con- Phone Main 78 Residence: Culver 3037-1671 
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257 EXCHANGE ST. 








tate owners and 





managers. The 


company reports 
that returns are 
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good and the cost 





very reasonable. 
Note that the ad- 
vertising matter 

















also lists items 

like metal garages 

and small metal 
buildings 
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special methods of handling erec- 
tion so that any sort of an old 
ceiling can be covered without re- 
moval of plaster. The basis of 
this method is to nail 7%-inch 
strips across the room and place 
these strips on 8-inch centers. 
Great care is taken to level these 
strips up by using small wedges 
under the strip. Wherever possi- 
ble a small cornice is recom- 
mended, 2%, 2%, 3-inch, in order 
to make a small, tight ending for 
the expanse of ceiling sheeting. 

In some instances complete 
wood sheathing is used, but this 
is not recommended by the firm, 
because they have found that im- 
properly dried lumber, or sheath- 
ing which is reached by moisture 
sets up movements which tear the 
steel sheets apart or cause wrin- 





kling between nailing lines. 

Like many other cities, Roch- 
ester has building pages in some 
of its newspapers. The Schoene- 
man company has found that the 
small notices which such papers 
carry to aid advertisers get busi- 
ness are widely read and are al- 
ways well received by the public. 
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Soffitti di Metallo 


I migliori per la vostra cucina, sala da pranzi 
Salotto e stanza di ricevimento 
TUTTI GLI ULTIMI MODELLI 1/30 
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W. D. SHOENEMAN CO 

Phone Main 78 
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Here is a foreign newspaper ad- 

vertisement. It emphasizes that 

old plaster need not be removed to 
apply metal ceilings 
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A sample of one such page is 
shown with the ceiling notice 
marked. 


Very few contracts are secured 
from new construction, One rea- 
son is that the Schoeneman com- 
pany does not go after this class 
of contract with nearly as much 
sales effort as they place on re- 
modeling. The company has 
found that new house contracts 
require many times the sales and 
advertising expense and effort 
that remodeling work does. Own- 
ers of new homes are, first of all, 
not confronted with the dangers 








Use METAL CEILINGS 


For the Home 
-_ Permanent, Bright, 
TERN A Attractive. 
Samat Small patterns, suit- 
aeea able for any room. 
Not necessary to re- 
move plaster. Ask 
for estimates. 


WM. D. SCHOENEMAN CO. 


151 Andrews St. Main 78 























This advertisement appeared in a 
building page. These ads have 


proved good business getters 


The Schoeneman company makes 
good use of space given advertis- 
ers on the local newspaper’s build- 
ing pages. Here is a typical write- 
up and adjoining advertisement 
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SOFFITTI DI METALLO 





W. D. SCHOENEMAN, Inc. 


Soffitti di Metallo r il Salotto, 
Camera da Letto, Bagno, Cucina 


Bottega, 

Garages e Fabbricati di Metallo 
Servizio Esattezsza Soddisfazione 
Si fanno le stime gratuitamente 
257 Exchange St. Tel. Main 78 
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Another foreign language ad, this 
one also from a newspaper 


of falling plaster and second they 
would rather have paint or paper 
or sculptured plaster than steel. 
Rather than dissipate money and 
time converting owners, the firm 
has concentrated on the fields 
where opposition is not so strong. 


This long concentration on ceil- 
ing contracting has, naturally, 
done much to sell steel ceilings 
to Rochester home owners. The 
firm does not find opposititon to 
steel ceilings in living and dining 
rooms any more severe than steel 
in kitchens and baths. Of course, 
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bath rooms and kitchens will 
probably remain the stronghold 
of the remodeled steel ceiling job, 
since in those rooms deteriora- 
tion from moisture and evidence 
of steel’s imperviousness are most 
ably demonstrated. 

In the early days of steel ceil- 
ing selling in Rochester, the firm 
sold both large and small pattern 
designs; also deeply embossed 
and shallow patterns. Today, 
however, the trend is definitely to 
the small pattern, shallow design 
in Rochester. These patterns are 
somewhat more difficult to handle 
since there is not so much 
strength and rigidity in the small, 
shallow pattern, but closer strip- 












METAL CEILINGS 
THE BEST FOR YOUR KITCHEN, DINING 
ROOM, PARLOR OR LIVING ROOM 
All the Latest Patterns — Not Necessary to 
Remove Plaster 
Will Call and Give Estimates; also 
Show Patterns 
Call and See Small Paterns for Living Rooms 


W. D. Schoeneman, Inc. 
257 EXCHANGE STREET 
Phone Main 78 

























This advertisement appeared in an 

American community program. 

Notice that metal ceilings are ad- 

vocated for living and dining 

rooms as well as kitchens and 
baths 


ping and closer nailing has over- 
come this trouble. 


In addition to its newspaper 
and program advertising, the firm 
also relies on the classified tele- 
phone directory. When owners 
need a steel ceiling, they seem to 
look there first. This use of the 
directory has been a_ steady 
source of inquiry. For a short 
period last year the firm bought 
time on a local broadcasting pro- 
gram. This proved profitable at 
first, but was not consistent and 
did not maintain effectiveness. 

This concentration of effort on 
steel ceilings has also brought 
about a slow increase in the de- 
mand for steel walls. Just what 
progress has been made by the 
Schoeneman company is_ indi- 
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anicuring and Mecca Fac 
Phone Appointments—Monroe 1490 





Almina Fox 
14 Years Experience 













Phone, Main 78 Res. Glen. 3271-W 


WM. D. SCHOENEMAN 


METAL CEILINGS and SIDE WALLS 
Wholesaler of Ceilings and Sheet Metals 

Metal ceiling patterns suitable for any 
room in your home carried in stock. 
Remember, it is not necessary to remove 
plaster. Telephone and we will call and 
estimate. 


151 Andrews Street 












Union Polishing & 
Plating Co. 









cated by the table which shows 
their operations for a period of 
two years. Note that for the sec- 
ond year the number of ceiling 
jobs fell off while steel walls 
gained in number. 


This tabulation is also interest- 
ing if you analyze the increases 
and decreases in the type of room 
sheathed with steel. Note that 
the kitchens and bathrooms main- 
tained a fairly level sale, but that 
dining rooms fell off while living 
rooms made a tremendous gain. 


The Schoeneman company has 
also built up a considerable busi- 
ness in metal ceilings and side 
walls with owners who wish to 
install themselves. The company 
has also been a consistent user of 
display space at home owning 
shows and similar exhibits pat- 
ronized by the public. To display 
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wood frames can be assembled to 
make a roofed, open end room 
into which a buyer may walk and 
view many different patterns, see 
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buys his material from Schoene- 
man or if possible buys seconds 
from some unethical jobber. His 
workmanship depends on what 





Estimating and 
the sale of metal 
to those who 


L. W. MAIER’S SONS 


870 CLINTON AVENUE NORTH 


RUFUS F. MAIER 


Established 1872 


Funeral Directors 


Telephone, Stone 609 
GERARD L. MAIER 





wish to apply the 





metal personally 
are also adver- 
tised. Here is 

such an ad Mrs. Martyn 
Mr. Wheeler 
Mrs. Wheeler 


Cora Wheeler 


Clarence 
Della 
Dinwiddie 
Hubert Stem 





This is a typical 
community pro- 
gram layout. Note Pn 


Bobby Wheeler 


Violet Pinney... 


ACT I—Reception Room of Mr. Wheeler's Office. 
ACTS I, II, and IV—Living Room of Mr. WheeleM{\ Home, Englewood, N. J. 
Time—After the World War. 


Use of baby grand piano by Music 
Use of furniture by Weis and Fisher, 
and other favors are hereby gratefully ow led g: 


THE CAST 


Alma L. Maier 

Rufus F. Maier 
Clementine Koch 

Irving Berg 

Evelyn Regan 

Marion Popp 

.FEEHAN FITZPATRICK 












.....Marion Hohman 
Joseph T. Otto 


Raymond Behr 





















how the adver- 











tisement is placed 

on a page which 

is sure to be read 
thoroughly 





The Fred F. Sabey 


Awnings, Tents, Fl 
Rope, Canvas Good 
and Decorations 


Telephone Stone 3140 9 
276-278 Clinton Ave. 









The best for your kitchen, dini 
a pe & See © 

latest patterns. Not necessary 
to remove plaster. Will call and 
give es 


W. D. SCHOENEMAN CO. 


257 Exchange St. Main 78 






















how the steel is applied and get 
a quick estimate of his cost. 

All this progress has not been 
made without setbacks. Frederick 
Schoeneman says that one of the 
sorest spots is the carpet bag in- 





Ist Year 2nd Year 
Ceilings Walls Ceilings Walls 

| ET 17 271 23 
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at such affairs, the firm has pre- 
pared large wood sections about 
12 by 12 feet sheathed with dif- 
ferent designs of steel. These 


staller who solicits business 
without having a shop or even a 
telephone and who does the work 
for journeyman’s wages. He 





price he got for the job and his 
guarantee is not worth the paper, 
if he even gives a guarantee. 

The only method the firm has 
been able to work out to combat 
this evil is the use of more ad- 
vertising, more intensive sales ef- 
fort with all effort stressing the 
firm’s long existence, sound finan- 
‘cial position and absolute guar- 
antee of all materials, workman- 
ship and installation. 


SEE BRIDGE 
MEUGHES FL & GO Loc L; 
Ceilings, Steel 














This is another classified telephone 

directory ad. Note the emphasis 

placed on the fact that it is not 

necessary to remove old plaster to 
apply metal 
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THE MESSAGE IS REACHING 
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RIVER FOREST 
HOUSE HAS COOL 





Year Round. 


BY LOUISE BARGELT. 
{Home Builders Editor.) 


addressed cnvelope to Louise Bar- 
geclt, Home Builders’ Editor, 
Chicago Tribune.) 


| Now and again we feel a cool tang 
Jin the air which is prophetic of fall 
days ¢head. Sug- 
gestive, too, these 
refreshing 
breezes, of heat- 
ing problems 
which must be 
discussed ‘in 
many homes and 
possible changes 
and improve- 
ments considered. 
In view of au- 
tumn's nearness, 
a home is shown 
today which has 
recently been 
completed in 
River Forest, and LOUISE BARGELT. 
given one of the new heating and air 
conditioning plants. 
By this method Chris Relier, the 
builder and owner of the house, has 
installed a system which provides 
year round service to give healthful 
filtered air, automatically moistened 
for winter or plentifully circulated in 
hot weather for cooling. The furnace 
is fired by oil. 
Such a direct air pressure heating 
system as this has four different ele- 
ments, their value easily appreciable 
by the layman. There is the filter 
through which the air is passed, the 
blower which forces it under pressure 
throughout the system, the heating 
unit of the furnace which warms the 
air and which may be fueled with oil, 
gas or coal, and the humidifier which 
‘supplies it with the correct amount 
;of moisture or relative humidity. 
| Both Winter and Summer Comfort. 
More and more does our modern 
jheating tend towards the condition- 
ing and invigorating of the home at- 
mgsphere and the elimination of hot, 











AIR IN SUMMER 


Conditioning Plant Works 


(Proofs of floor- plans’ of this house 
may be secured by sending stamped, 


The 


























tem cools, warms, humidifies, and ventilates. 
oil, Chris Reier of Oak Park, Ill., is the builder and owner. 





From the French came inspiration for this homé of massive, impres- 
sive dignity, recently completed at 1416 Ashland avenue, in River Forest. 
Among its many modern features may be mentioned in particular the 
heating and air conditiqning plant installed, which provides year round 
service to give healthful, filtered air, automatically moistened for winter 
or plentifully circulated in hot weather for cooling. In brief, such a sys 


The fuel in this instance ts 











been the cause of much of our winter 
respiratory diseases. 

Furthermore, home owrers are re- 
alizing that they can have the same 
air conditioning advantages as our 
theaters and big buildings and even 
enjoy a respite from summer's oppres- 
sive heat—which is still fresh in most 
of our minds!—by a cooling circula- 
tion of conditioned air. 

With such a system ag this the air 
in the house is completely recircu- 
lated, filtered, cleaned, and humidified 
every few minutes. An automatic 
thermostat maintains the exact heat 
desired while the blowers with their 
own thermostat get to work only 
when the air in the heating chamber 
of the furnace has reached a certain 
temperature, 


In the walls of each room in the 
house are decorative but inconspicu- 
ous air grilles for incoming and out- 
going air. These are connected with 
concealed metal ducts to the central 
basement unit, a heavy steel heater 
with its large electric centrifugal 
blower, its automatic oil burner, its 
air filters and other necessary acces- 
sories for securing real air condi- 
tioning. 

Often complaint is made by a home 
owner that despite the advantages of 
proper air humidification it has the 
disadvantage of moisture condensa- 





‘a stuffy rooms—rooms which have 


tion on single glass windows. While 





there are various possible ways of 
overcoming this difficulty, it is claimed 
that the frequent air changes in these 
modern pressure systems, in addition 
to creating a healthful, comfortable 
atmosphere, practically eliminate the 
problem of any overcondensation. 

Solid Masonry Throughout. 

Such a handsome residence, a mod- 
ern example of the beauty of the 
French style of architecture, presents 
a massive stone appearance with de- 
lightful completeness in all details. 
Solid masonry is used throughout, 
with Lannog stone for the exterior 
walls which awe fifteen inches thick. 
The foundation is of concrete, fully 
waterproofed with the same water- 
proofing which is usa on all govern- 
ment work. The roof is of @ provin- 
cial shingle tile, blended in colors to 
give a weathered effect. 

The interior of the home, which 
stands on a lot 100 feet by 180, fully 
landscaped, with sprinkling system and 
creeping bent lawn, contains Itving 
room, dining room, vestibule, recep- 
tion hall, library, breakfast room, but- 
ler’s pantry, kitchen, Javatory and 
rear hall. é 

The second floor has five chambexs, 
three baths and lawatory and fron 
and rear hall. In the basement there 
is a large recreation room with adjoin- 
ing kitchen, two lavatories, laundry, 
heater room and store room. 














Within the past year “air conditioning” has made the “front 
page” of many important newspapers and magazines. The 
distribution of this publicity has been so widespread that 
persons everywhere and in every income level are discussing 


this newest “phenomena. 
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Such publicity is certain to aid 


our industry providing this industry is prepared to ride the 
wave of popularity. We must synchronize our advertising, 
our direct-mail, and our sales work with this publicity. 


Are we doing it? 
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Profit By This Publicity? 


PART FOUR 
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Real Estate, Building 
Financial, Radio News 
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Air—Better Heating 


Is a Feature of Growing Importance Which Goes 
Hand with Improved Heating Equipment 


Better 


Air Conditioning 
Hand in 


IR conditioning promises to be “The Next Big Change” 
A in industry, according to 4 recent article in one of 

the leading general business publications. That this 
fulfilled can hardly be doubted by anyone 
who is acquainted with recent investigations proving the 
importance of clean, properly humidified and 
tempered air not only to health and comfort but 
also to working efficiency 


Fresh, Clean, Silent Air 
One of the outstanding new developments in 
the air conditioning field is suitable for installa- 
in_ homes, offices, hospitals, or 1” fact any 
* hw_oeople and so re- 
soe 


be built into any outside 
Such an instal 
nished like the wall itself 
drawn into the cabinet, passed through 
d delivered into the room without 


washing. In new buildings it may 
wall and no window connection 1s required 


lation may be inconspicuously fi 
In operation, air 1s 
a filtering material an 


promise will be 
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The Next “Big Change”—Is It 
Air Conditioning? 


Are You Sure It Won't Affect Your Product? 


w. B. sPOONER, JR. 


does. To go for @ side is relief 


to us now, b’ 
then. What do you sell? Gaso- 
line? Watch for dropping sales 
curves in the summer of the air- 
conditioned era! Books—maga- 
zines? There'll be more read- 
ing in the comfort of air-condi- 
tioned hom ay and night. 
Candy? There’s every chance 
that comfortable people will 
want more candy—and maybe 
different candy from what is now 

What do you 


ET us suppose: 
You are inspecting. tol- 


erantly, the first of those 


5-year sales plan for your prod- 
uct. Will you have any glim- 
mering of what the automobile 
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Lindi publications of wie varity among readers ofall 
. Suel publicity will popularize air mes all 
ing, but we must sell it ondition- 
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The “ 


ARL C. SMITH, “The Fur- 
nace Man” of Flora, Indiana, 
believes that a small town 

heating contractor should conduct 
his business as though he were a 
doctor—always willing to turn out 
if a sick heating plant needs fixing, 
always willing to forego that eve- 
ning’s pleasure or Sunday excur- 
sion if a sale is in prospect, and by 
all means conduct his business 
under a code of ethics which does 
not permit makeshift measures. 


For Earl Smith to adhere to such 
a rigid code is no easy matter for 
his territory is a stretch of Indiana 
farm country, with several small 
towns and only one fair sized com- 
munity. His operating field covers 
an area of some 28 miles from his 


base of operations. Flora, itself, is 
only a small community of 1,500 


population. 

In Flora there are no millionaires 
or near millionaires, and few fami- 
lies with an inclination to own semi- 
air conditioning systems. As a re- 
sult his sales are confined to mod- 





urnace Man” 


WwW 





This is the display window rented and trimmed for the special room heater 
campaign. This window is in the center of one of the busiest business blocks 
in Flora 


erate sized heating plants with few 
accessories. 

Yet for nineteen years Earl 
Smith has done business in this ter- 
ritory and prospered. Prospered so 
nicely, in fact, that he is known over 
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EXTRA LARGE 
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CAPACITY 











CRUSADER 


17 INCH SLOTTED 
FIRE POT 








FURNACE 
CONSTRUCTION 




















A ROOM HEATER OF BEAUTY AND STYLE 


On Display At The 4-H Fall Festival At Delphi 


Speen Offer-Oct. 1 to 31. BUY ee 


FOR EACH BUSHEL OF CORN DELIVERED TO MY CRIB, gt pte ge eg ag re +, 

a 54 ON DOWN PAYMENT. hy ANY AMOUNT UP TO 5@ BAL. 
ANCE—EASY TERMS. SAME LIBERAL OFFER IS GOOD ON CASH DEALS! 

SEE THE PREMIER CRUSADER ON MY FLOOR AND BE CONV INCED! 


ss EARL C. SMITH 


“THE FURNACE MAN” 





5@ BUSHELS, AND ALLOW DOUBLE MARKET PRICE. 





FLORA, INDIANA. 








This one-half page advertisement was number two in the series of three used 
to publicize the special sale. The special offer was one of the most effective 
heating campaigns ever staged in northern Indiana 


the whole state as a real go-getter 
furnace man and is even held up to 
dealers in other states by repre- 
sentatives of firms whose products 
he sells. 


How he has accomplished this re- 
markable sales program is a story 
worth study. He is, in the first 
analysis, a good personal installer. 
He knows the heating business from 
the bench up. But he is, also, a 
salesman of outstanding ability. To 
this ability to sell is due in a large 
measure his success. 

This selling sense is mamifest in 
all his activities. For instance in 
his willingness to forego personal 
pleasures and use evenings and 
Sundays to call on prospects while 
the other dealers in his territory are 
at home listening to the radio or 
sitting in the shop gossiping about 
the depression. That this willing- 
ness to get out and work brings re- 
sults is shown by his record during 
1931 when he is already more than 
$1,000 ahead of gross sales for 
1930. 
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Two or three years ago Earl hung 
up a record by selling more than 25 
automatic controls in his district. 
This year, in spite of hard times, he 
probably will sell more than one 
dozen. And while this number may 
not seem large to the big city in- 
staller, for a man operating in a 
rural territory it is a record that 
even the manufacturers are proud 
of. 

It is highly interesting to note 
that in these days of a little down 
and a little now and then most of 
his furnace sales are made for cash. 
And most of his installations, in 
spite of being straight gravity jobs, 
run from $400 to $500 or more. 
His code is to install as workman- 


AMERICAN ARTISAN 
must and does pass up jobs where 
price and price only is the ruling 
consideration. But his books show 
that most of these jobs return 
eventually to his office to be made 
at a profit. 

Operating as he does in a com- 
munity of small home owners, he 
does a volume of business in allied 
lines such as plumbing fixtures. He 
stocked plumbing as a side line, but 
now actively pushes plumbing sales 
so that his contract often includes 
the plumbing as well as the heating. 
His plumbing sales often double the 
amount of the order, an item which 
is well worth pushing. Every year 
he makes up and sells a large 
amount of smoke pipe, for smoke 








50c A BUSHEL, ~- 
FOR YOUR 


At the left is the 
third advertise- 
ment. The plan 
was an entirely 
new sales idea, 
and because of its 
newness heating 
got a big boost in 








interest. This is a 
one-quarter page 
ad 
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ace ~~ Made by Furnace Builders 


FARL C. SMITH 





PHONE 32901 “THE FURNACE MAN” 





FLORA, INDIANA. 











like a job as possible and every me- 
chanic must follow this rule or get 
out. He also is a firm believer in 
good Standard Code design and 
sells only a job which will bear 
Standard Code investigation. The 
result is that skimped, makeshift 
jobs in Earl’s territory are done by 
others willing to take the grief 
while Earl usually gets a follow-up 
installation when the makeshift has 
proved it cannot heat satisfactorily. 

To make this type of installation 
his price must be higher than com- 
petition, usually from $75 to $100 
above the next highest bidder. He 
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pipe do not last long with the coal 
commonly burned in his territory. 
Some of this pipe is installed by 
the buyer, but most of it is placed 
by one of the Smith mechanics. 

While he has had no calls for air 
conditioning apparatus he has had 
some inquiries for oil burners and 
stokers showing that automatic heat 
is just as much appreciated by small 
town folks as by their city brothers. 

Earl Smith’s selling activities 
cover many phases. He has, for ex- 
ample, a picture book filled with 
clear, large photographs of his best 
jobs. Prospects are shown these 
pictures and invited to call or talk 
to the owner and find out just how 
good a Smith installation really is. 
Typical pictures from this book 
which has proved such a sales help 
are shown with this article. 

He has just finished a sales pro- 
gram which is unique in the history 
of his community, if not in other 
communities. This special sales en- 
deavor is based upon a room heater 
designed to satisfactorily heat a 
small house. While the heater is 
not pushed as a substitute for a 
central heating plant, it has a field 
and this field is aggressively pros- 
pected by “the furnace man.” 

Before the campaign opened, Earl 
rented a show window on Center 


PREMIER CRUSADER 


A GENUINE 
FURNACE! 





Announcing a new Premier product—a genuine room heater, built by Pre- 
mier, builders of the high quality Premier DeLuxe, “The Furnace with Every 
Famous Feature.” 
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Announcement of 
the campaign pre- 
ceded the sale by 
one week. This is 
the advertisement 
used. Eari Smith 
believes in mak- 
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CRUSADER has the same high quality workmanship and material as the 
name PREMIER implies—First—Always—First. (10-year guarantee on fire 


See the PREMIER CRUSADER on my floor, and watch for further an- 
nouncement next week of my Special offer for the month of October. 





ing his name and 
slogan work for 
him 
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Earl Smith’s shop might be on any busy big city street. In fact, it is a lot 
cleaner and more attractive than many big city shops. The front is painted, 
the windows shine, and products can be seen through the glass 


Street, the principal business street 
of Flora. While his own shop is a 
model of good display and show- 
manship, it is just off the main 
street so he felt that a centrally lo- 
cated window would sell more heat- 
ers. A vacant window was rented 
for the period of the special sale. 
The window was dressed in the best 
display fashion as can be seen from 
the photograph of the window 
shown here. Literature and an at- 
tendant were provided as required. 

But the most unusual feature of 
the campaign was the advertising 
backup given the effort. The news- 
paper which is widely read in and 
around Flora comes out once a 
week. Before the display was made 
a preliminary announcement was 
published. This advertisement was 
designed to stimulate interest in the 
announcement which was to follow. 

When the campaign opened ad- 
vertisements number two and three 
were run in the paper. These ad- 
vertisements told where the new 
product could be inspected, but of 
much more importance gave pre- 
liminary details of an astonishing 
offer—corn accepted as down pay- 
ment. 

These last two advertisements ex- 
plain just what this offer was. Earl 
Smith agreed to pay fifty cents a 
bushel for corn which was hover- 
ing around twenty-five cents in 


price during the month the special 
offer was on. Just twice the mar- 
ket price of corn made a tremend- 
ous impression on prospects. 

It might be well to explain just 
how this unusual offer could be 
made. Earl Smith owns a farm and 
on this farm he raises hogs for mar- 
ket. His plan was to take in corn 
which could be fed to these hogs 
to fatten them for market. He could 
afford, he figured, to buy corn at 
fifty cents at the then existing prices 
for hogs considering also the profit 
made from the heaters. 
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That this one month sale ap- 
pealed to prospects is plainly shown 
by the fact that in this sale some 
twelve heaters were sold outright 
and prospects secured for several 
more. Had the weather in October 
been seasonable for heating proba- 
bly every one of these prospects 
could have been closed. 


Such special sales campaigns are 
the logical outgrowth of the kind 
of selling this dealer believes in. 
For instance, he has for several 
years made a practice of taking 
hogs in trade for a part of the pay- 
ment of a furnace. 

His program for this fall and 
winter includes a complete house to 
house canvass of home owners in 
his territory. His plan is to travel 
by auto stopping at every house, ex- 
plaining his services and soliciting 
repair, cleaning and replacement 
orders. He will be followed over 
the route by his repair truck stocked 
to make any reasonable repair. 
Work contracted one day will be 
completed within two days if the 
plan works out. 

In addition to the business done 
on the spot, he will get from this 
canvass a complete history of all the 
heating plants or lack of heating 
plants in his 2,500 square mile terri- 
tory. Such leads will be followed 
up by mail and personal solicitation 
during the coming months. 





Premier furnaces and plumbing goods are displayed on the floor. The shop 
is behind the partition. This dealer has found he can often double his sale by 
including plumbing goods with the furnace 
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How his willingness to go out of 
his way to do a favor brings busi- 
ness is shown by an incident occur- 
ring a few months ago. Of course 
Earl does cleaning, in fact actively 
pushes this cleaning proposition. 
Ordinarily a cleaning job, as he 
does it, runs from $12 to $15 a 
furnace. Competition underbids this 
price to go as low as $7.50 a fur- 
nace. A woman called Earl up and 
asked his price for cleaning her 
furnace. He quoted her from his 
reference file and was told that he 
was several dollars above competi- 
tion. “However,” said the woman, 





“you were willing to come out on 
a bad night last winter to fix my 
furnace when it needed a small re- 
pair and I think you do good work 
at prices which are fair so I’m go- 
ing to let you have the job.” 


The problems of the small town 
dealer, as Earl Smith views them 
after nineteen years, are many. In 
his case, for example, he can make 
four or five dollars a day as a me- 
chanic installing smoke pipe, mak- 
ing repairs or installing a furnace. 
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By working he does away with one 
mechanic, but this time devoted to 
work reduces the amount of time 
available for selling. 

In his wide spread territory, even 
a house to house canvass means 
long jumps between homes and an 
average day’s solicitating means far 
more time spent traveling than ac- 
tually selling. Whether to sell all 
the time, both sell and work, or 
work and run the business is, the 
“furnace man” says, one of his real 
problems that has not yet been 
solved. 

Nineteen years’ cultivating a rural 


ode, 


At the left is one 
of the unusual 
furnace jobs de- 
signed and in- 
stalled by Earl 
Smith. Note the 
return air duct. 


Right is another 
recent installation 
—this one em- 
bodying the latest 
things known 
about gravity 
systems 


Vv 
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territory has taught this contractor 
many things which may be briefly 
summarized as follows: 

1—Don’t sit and wait for busi- 
ness—get out and sell. 

2—A business grows in propor- 
tion to the time, energy and 
thought put into it, but mostly 
on energy and thought. 





3—Everyone wants satisfactory 
heating and will pay the price 
if only the story of warm air 
heating is presented as em- 
phatically as it deserves to be. 
4—In this day of intense compe- 
tition and price cutting, repu- 
tation for good work backed 
by sound products, is the only 
satisfactory way to get profit- 
able business. 
sales 


5—Make your program 


elastic, if there is a market 
for products which you don’t, 
but can, sell take them on and 
actively push them. 


The American Artisan staff wishes to take this opportunity to wish everyone of our friends 


A MERRY 
CHRISTMAS 





and 7 





PROSPEROUS 
NEW YEAR 
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HEATING A NEW ORLEANS HOME 


By ANDREW M. LOCKETT, JR., A.LA. 


HEATING and _ ventilating 
A engineer once told me that 

if he ever built a home of 
his own he would upset all prece- 
dent by designing a near perfect 
heating system and requiring his 
architect to hang the house around 
it. I’m not quite sure whether his 
motive was primarily revenge on 
the architectural profession for all 
the trouble they had caused him in 
the past or just that he considered 
a lukewarm house of beauty a sor- 
row forever. 

Unfortunately I am not about to 
discuss such an ideal heating job 
for the delight of the AMERICAN 
ARTISAN readers, for up to this time 
I have never had a heating engineer 
for a client, and I am still designing 


Architect 


homes which profess to have some 


merit of architectural design, but. 


are damnably difficult to heat. 

The Louisiana Plantation type of 
Southern Colonial home which our 
firm built for the Rev. Donald H. 
Wattley and Mrs. Wattley last year, 
would have been easy to heat with 
a steam system. However, the 
aesthetic sense of our clients which 
demanded a simple harmonious ar- 
rangement of rooms in plan, with 
certain pleasing effects in the inte- 
rior design rebelled at the thought 
of unsightly radiators or even radia- 
tor enclosures throughout the house. 
Hence you warm air people were 
awarded another difficult job. 

Before I go further, I had better 
give credit where it is due on this 


job. My former partner, T. G. 
Chachere, Jr., together with Lean- 
der Marx, president of the Amer- 
ican Heating and Plumbing Co., 
and Jules Prilleux, our local heating 
contractor, all put their heads to- 
gether and worked out the system 
to feed heat to the spacious and 
peculiarly placed rooms, which I, as 
designer, had pleased the owner by 
arranging just so. 

That this co-operative thought 
and planning was necessary and 
also profitable can be seen by in- 
specting the plans which show the 
layout of the heating system. There 
were several knotty problems which 
had to be thought out before an 
efficient and economical system 
could be laid out on paper. 


Andrew M. Lockett, Jr., the architect, admits this house 
was arranged to satisfy the owner and not to simplify the 
heating problem. That the heating system satisfactorily 
overcomes all the problems of room arrangement, is 
taken as striking proof of the adaptability of warm air 
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There is, for example, the place- 
ment of the furnace and its acces- 
sories. The heater, as shown on the 
plan, had to be housed in a small 
room which is under the northwest 
corner of the house. We do not 
count in the servants’ wing, for this 
is heated by auxiliary gas steam 
radiators, so this wing is not 
counted in determining the position 
of the heater. 

While the plant is in the north 
and west corner of the house, which 
ordinarily would be considered a 
good location by heating men, the 
prevailing wind here in New Or- 
leans is from the south, caused by 
a great bend in the Mississippi 
River which swings around the 
southern part of the city. This 
means that while operating the heat- 
ing system we are forcing the air 
into most of the rooms against the 
prevailing wind pressure. 

The situation was further compli- 
cated by the necessity of windows 
on the west, or exposed side of the 
cellar and by the location of the 
cellar stairs across the south side. 

For these reasons we were forced 
to take eleven leads directly to the 
east with one run on the northeast 
and the other two to the west. Fur- 
thermore, these leads had to be bent 
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The central hall 
opens to the sec- 
ond floor and to 
the book room at 
the rear. In this 
hall special side 
wall registers and 
grilles were used. 
One of the return 
air grilles shows 
at the left of the 
photograph. Sup- 
ply is through 
similar grilles 
placed in the cir- 
cular partition 
facing the stairs 


around some of the basement par- 
titions. The longest runs, those go- 
ing to the south, and a two-branch 
return air duct had to sidestep a 
corner of the outside basement wall 
which could not be cut through be- 
cause it supports the pine paneled 
library whose floor is Several steps 
below the level of the other first 





The dining room is typical of the house—large floor areas, high ceilings, 
high windows and beautiful woodwork. In such surroundings, inconspicuous 
side wall grilles like the one shown here were adopted 
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floor rooms. A concrete floor un- 
der this little room did not help 
conditions, either. 

How the combined efforts of 
the architect and heating men solved 
these vexing problems is shown in 
the plan. The layout of the system, 
in spite of the complications, is effi- 
cient. On the cold air side, all re- 
turning air is fed into the fan 
through a wide, two-branch duct 
which collects the air from the 
large, centrally located stair hall. 
Both grilles for the return air are 
in this hall, one in the circular par- 
tition just inside the entrance door 
and the other in the wall at the head 
of the steps leading down into the 
book room. 

From the heating man’s point of 
view there are undoubtedly several 
features of interest in the warm air 
side of the system, at least some of 
the problems of getting heat into 
the various rooms aroused the in- 
genuity and interest of both Mr. 
Marx and Mr. Prilleaux. 

It was found necessary to take all 
leads off the top of the heater, an 
Excelsior No. 135 welded steel fur- 
nace, and to bend three leads back 
over it and above seven pipes on the 
other side. To reach the nearest 
partitions leading to the rooms on 
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The first floor plan shows how 
the registers and grilles were 
loctaed. For such a large house | | 
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C.A.REG for instance, is supplied by a regis- 


ter fed through a riser which comes 
up the circular partition of the first 
floor stair hall. Both bedrooms 
numbers 1 and 2 are heated with 
registers which are offset from the 
FRONT PORCH stacks. Another feature perhaps of 
_ . _ —_ = _ interest, is the absence of any heat 

: supply to the second floor stair hall. 
It at decided in planning for this 
room that direct supply would not 
the cooler side of the house, we had __ very longest (as luck would have it) — be required since the stair is an 
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to run five pipes measuring respec- _— goes to the master bedroom. open well and undoubtedly there 
. tively 27, 27, 29, 31 and 32 feet The first and second floor plans _ will be a heavy blanket of warm air 

horizontally and three of these con- _ show that the partitions of the sec- _in this well at all times. 

tinued vertically an additional 14 ond floor in all but two instances Our wall stacks are all double 


feet to the second story rooms. The _fail to correspond with those of the _ thickness IC tin as are the boots, 








The piping plan shows how the 
heating contractor had to bend 
his leaders around partitions, 
with most of the leads carried 
across the front of the furnace 
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The servants’ wing is heated by 








a separate gas-fired system. The 

feature of the second floor lay- 

out is the absence of return airs, 

the contractor depending upon 
the large stair hall 
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and other connections. The warm 
air reaches the rooms through base- 
board registers on the first floor 
and wall type registers on the sec- 
ond floor. 

The stacks are all 3% inches 
deep excepting the one to the mas- 
ter bath, which is 3 inches. 


Our piping system is designed to 
gravity sizes. In New Orleans we 
never have such wide variations of 
temperatures as farther north, so 
this particular installation was de- 
signed for an outside temperature 
of 20 degrees and an inside tem- 
perature of 70 degrees. The 








Every leader is tagged to show the room it feeds. Note how these leaders are 
run up against the joists and how high the bonnet is carried. The fan is 
behind the casing. The oil burner feeds through the ash pit door. 




















fan is set to deliver enough air for 
four complete air changes per hour. 
The pipes are sized for leader veloc- 
ities of 300 f.p.m. and riser veloci- 
ties of 400 f.p.m. All the leaders 
and the return air duct are stripped 
with asbestos paper at the joints 
and where possible long radius 
turns are used in the fittings. 

The system is equipped with a 
20-inch Miles furnace fan, No. 
1500. 

Two Reed filters clean the air 
which is brought through the cold 
air ducts from the large central 
stair hall, ornamental grilles being 
worked unobtrusively into the pan- 
eled wainscot of this room. These 
filters have done their work well for 
neither the hangings, woodwork nor 
wall papers of this building show 
any soot marks thus far. 

Our system has survived most of 
its first winter with no complaints 
from the owner, except that the lo- 
cation of the thermostat controlling 
the “Oil-O-Matic” burner had to be 
changed. Placed originally in the 
breakfast room, which received too 
much heat, due to its location di- 
rectly over the furnace, we moved 
it to the passage, connecting the 
large elliptical entrance hall and the 
troublesome back room and _ this 
system has been operating nicely 
since. 

This system was installed in 
May, 1930, for $1585 complete. 
There is little more I can say about 
this installation except that the 
owner still treats us with the utmost 
friendliness and if I were not 
speaking of a clergyman, I should 
unhesitatingly say we are even on 
drinking terms with him. 
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The central section is the old building—the two ends are the annexes described in this article. 


Toledo Museum—A 72-Ton 
Copper Job of 1931 


HILE 1931 has not had as 
WV nany copper jobs completed 
is in some past years, there 


have been a number of jobs which 
plainly take a position of equal in- 
terest and importance with the best 
past performance. One copper job 
which entailed a number of highly 
interesting features was the work 
done on the additions made to the 
Toledo, Ohio, museum by the Fred 
Christen and Sons Company of 
Toledo. 

In addition to being interesting 
from a design and _ fabrication 
standpoint, this project is also one 
of the largest copper contracts of 
the year. More than 72 tons of 
copper were used by the contractor 
on this building. This large amount 
of copper was used.in many forms 
—some quite ordinary and some 
rather unusual. 

The roof of the building is of the 
mansard type, with the pitched por- 
tions sheathed in copper. On top 
of the roof there are dozens of spe- 
cially designed and fabricated sky- 
lights which are unusual in con- 
struction. There are also on the 
roof a number of pent houses, a 
large footage of copper cornice, and 
such special items as sliding sky- 
lights and box sumps. 

Some of the most interesting de- 
tails occur on the interior of the 


building, where condensation from 
all drains and pipes carrying water 
is prevented by using copper gut- 
ters and round copper drain pipes 
of special fabrication. 

The original building was rectan- 
gular in plan. The annexes are 
placed at each end to make the 
building U-shaped and also extend 
the longitudinal axis of the original 
building. The roofs of the addi- 
tions carry out the elevation and 
character of the original roof, ex- 
cepting that where the old building 
had a stamped cornice in the form 


of a low cresting, the cornice of the 
new building is simply a plain, flat 
oueet of copper extending down 
over the stone work. 


The flat part of the roof is com- 
posed of Johns-Manville six-ply, 
fifteen-pound asbestos felt laid over 
the entire surface. The topping 
will be pitch with gravel or stone. 

The pitched portion of the roof 
is sheathed in copper applied batten 
type. The battens are of the tri- 
angular top style and rather low. 
The pan sheets were formed in the 
usual manner with turned in top 





The pitched mansard roof is sheathed in copper applied batten type with a 


separate cap. The deck molding and the 


tter-cornice are especially designed 


for this building. 
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and turned under bottom and both 
sides formed to clinch the separate 
batten cap. All batten ends are en- 
closed with a small piece of copper. 
On all battens, this end piece was 
soldered around all edges. 

The roof ends in a large, round- 
bottomed gutter, set behind the face 
line of the wall. The gutter was 
formed in one piece of copper 
brought up and joined with the pan 
sheets and batten ends without drip 
and at the outer face carried down 
over the stone to form the face of 
the plain cornice. As can be seen 
in some of the photographs, the 
gutters were divided at close in- 
tervals by expansion bulkheads 
soldered to the lining. Each sec- 
tion between bulkheads is drained 
by means of a galvanized iron pipe 
which is inside the building. No 
outside drains of any kind are used 
on the building. 

The top of the copper mansard 
is finished off with a double rolled 
deck molding fabricated in sections 
and soldered on the roof. The 
lower face of this molding is flat 
to facilitate soldering the battens 
to the molding. The pan sheets 
were double seamed with the bot- 
tom of the molding. The molding 
was formed from one sheet which 
is seamed to the deck flashing on 
the roof. A gravel stop was used 
all around the roof. 


There are some glass skylights set 
into the mansard copper. These 


skylight sections are of special con- 
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This picture shows a typical valley, battens and section of deck molding. 
Batten ends are closed with a soldered cap. Battens are soldered to the deck 
molding also. 


struction with the glass cut almost 
as wide as the center to center bat- 
ten dimension. The glass is sup- 
ported on formed copper common 





Ventilation system intake sheathed and 
lined with copper. 


bars, up and down the roof and 
cross bar supports across the ends. 
A special batten section with a cross 
section corresponding with the roof 
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These movable skylights are of special design and operation. All framing is 
of copper. 


battens was placed over the up and 
down supports. 

One of the interesting details of 
the roof is the large sumps used to 
The roof be- 
hind the cornice is pitched all ways 
to these sumps. One of the photo- 
graphs shows the inside of a typical 
sump. The drain hole in the center 
which connects with the inside drain 
pipe is clearly shown. The sump 
was lined with copper sheets double 
seamed horizontally and soldered 
on all vertical seams. The bottom 
of the sump is pitched into the 
drain. 


collect roof water. 


A detail of interest is the roof 
skylights. There are dozens of 
these skylights arranged in rows 
and batteries on the roofs of both 
annexes. The skylights are ar- 
ranged in rows with each unit just 
a little lower than the one adjoining 
to compensate for the pitch of the 
roof. These skylights permit day- 
light to illuminate the galleries on 
the inside. 

These skylights are of special 
Christen design. The proposed de- 
sign was submitted to the architect 
and approved by him. Special 
Sugar Crystal glass was used, the 
lights being 7/16 of an inch thick. 
All glass edges were finished before 
placing in the frames. The merit 
of this particular glass is its ability 
to prevent heat penetration, which, 
as can be imagined, would ordi- 
narily be large in such an expanse 
of glass. On the new part of the 
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The skylights were especially designed for the building. Special no heat 
radiating glass was used. This is the west annex roof. 


building some 38,600 square feet of 
glass was required. One of the pic- 
tures shows the construction of 
these skylights. 

The roof is dotted with service 
houses of one kind or another. 
Perhaps the largest is over the east 
annex and is really an elevation of 
the roof surface. The top of this 
unit is finished in the same built-up 
roof as used on the roof proper, 
but the sides are sheathed in stand- 
ing seam copper as shown in one of 
the photographs. This picture also 
shows how a drip was formed along 
the bottom of the sheets and the 
molding used to finish off the top. 
This molding is plain on all faces 
and is double seamed to the vertical 
sheets. A slightly projecting corner 
column was used for ornamenta- 
tion. 

There is, on the roof of each an- 
nex, a group of pent houses con- 
nected with the ventilation system 
of the building. All such outside 
air openings are faced with louvres. 
30th louvres and frames are copper. 
roof are 


leading to the 


Stairs 





fabricated in 
All doors into 
these stairways are cased in copper. 


sheathed in copper 


standing seam style. 


No outside drains 
are used. All roofs 
are pitched to 
sumps like this. 
The sump in turn 
drains through in- 
side pipes. Gut- 
ters are also 
drained through 
inside piping. All 
sump copper 
sheathing is 
locked and _ sol- 
dered. 


ae 


A crew at work 

coloring the cop- 

per. A_ special 

process was de- 

veloped by the 

Christen Com- 
pany. 
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The system of copper gutters and 
drains which underlie all inside pipe 
drains is composed of round copper 
gutters with both edges beaded and 
supported by hanger straps. These 
gutter sections are all soldered and 
were erected in units many feet 
long. Each gutter follows the pipe 
to a point at the partitions where 
the pipes descend to the basement. 
At the partition points, special cop- 
per tubes formed 34 and 1 inch in 
diameter from sheets and made by 
the Christen company carry con- 
densation water from the gutter to 
drains in the basement. These tubes 
were fabricated by rolling a sheet 
and double locking the edges. The 


tubes were made up in long sections 
which required some manipulation 
to erect without tying the sections 
into knots. The tubes were soldered 
to the gutters. 

The purpose of this drainage sys- 
tem for condensation moisture is 
protection for the costly exhibits 
which will be placed in the galleries. 


(Continued on page 84) 
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SHEET METAL 


I N the field of sheet metal fabrication, 1931 has been a 
year of instability. In the past twelve months we have seen 
some of the largest and most important metal contracts of 
the last ten years completed, while at the same time there 
has been a gradual slowing down in the run-of-shop johs 
which carry most shops’ overhead. 

Construction, in general, is off in volume and monetary 
value. Repair and replacement work, the mainstay of the 
small shop, has been difficult to contract. Competition has 
grown keener, in some localities approaching a price war, 
with bidders multiplying to force prices down. 

Contrasted against this picture of depression is the fact 
that metal, during the last few years, has made tremendous 


progress as the ideal material for ornamentation, protection 


and architectural styling. Offsetting the reduction in com- 
mercial contracts have been the public and semi-public 
projects which have gone ahead this year. Almost without 
exception these buildings have used metal extensively. 

Articles appearing in AMERICAN ARTISAN during 1931 
have shown how this year’s contracts have made use of all 
types of metals, especially fabricated and placed to insure 
the utmost in the way of protection for masonry. 

We have witnessed, also, a steady migration into the field 
of metal specialty fabrication by shops equipped and 
manned to do a large volume of assembly work. 

Another bright spot is the ventilation field. As the mes- 
sage of air conditioning and ventilation has been brought 
home to the management of retail, industrial, amusement, 
public buildings, this interest has been transmitted to the 
sheet metal fabricator in terms of sheet poundage. 

Where a very few years ago only the amusement palace 
used ventilation as an inducement to get patrons, today all 
types of buildings are using ventilation for the same pur- 
pose. The trend has been especially noticeable in retail 
stores, restaurants and such commercial enterprises. 

We have seen during the past months the introduction of 
several new metals. Many of these, possessing special prop- 
erties, have opened up hitherto closed fields to the fabrica- 
tor. 

At the same time older materials have continued their 
popularity and extended their field. 

Such widespread interest and adoption can mean only 
one thing—that renewed activity in the building field will 
bring increased work for the fabricator. 
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Warm nei Steam or Hot Water 








Double 





Steam and Hot Water Boilers 
For Coal, Gas or Oll 


Gas-Era 


Automatic - Safe 
Dependable - Clean 
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and Thermostats 
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Furnaces and Boilers 
for Coal- Oil- Gas 


Radiator 
(Mlustrated at left) 


Mest powerful furnace made. 
Two big radiators instead of one. 
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Complete comfort all Winter 
without thought or effort 


Complete Plumbing 


Range Boliers, Gas Heaters 


Easy Monthly Payments 


Butters-Fetting Co. 


461 - 1ith Avenue 


Butters-Fetting of 
Milwaukee have 
been consistent 
users of classified 
phone book dis- 
play advertising. 
At some periods 
the company has 
used aS many as 
six advertise- 
ments. The space 
they buy has al- 
ways been large, 
several items or 
services are listed. 
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No. 37-S. A eturns have been 
aaen favorable. 
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HEATING AND PLUMBING OF ANY KIND 
Arce Boller repairs—Royal repairs—Holiand repairs—Milwaukee repairs 
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OST warm air heating and 
M sheet metal contractors do 

telephone ‘directory adver- 
tising of one kind or another. 

Such advertising may be just a 
listing of the office phone in the 
regular directory, but most firms 
are also listed in the classified sec- 
tion or the classified book. 

Most firms which believe in ad- 
vertising, however, go a step farther 
and buy display space in the classi- 
fied section. This special advertis- 


ing may be only the firm name and 
phone number in bold face type in 
the list of firms under the furnace 
or sheet metal section head, or it 


may be a one-sixth page display or 
a full page or more. 

Regardless of whether you buy a 
bold face line or a full page of dis- 
play your reason is probably the 
same. You want your firm name 
to stand out from the names of 
other firms and you want as much 
space as you can afford to tell the 
public all about the services you are 
prepared to render and about the 
equipment you handle. 

Just what amount of space you 
purchase will probably depend on 
two things—how much the space 
costs in proportion to the results 
obtained and what kind of adver- 





Telephone Book | / 


Your Name | | 


tising your competitors do. 

There undoubtedly is, in most 
contractor’s minds, some doubt as 
to how much space they should buy, 
what they should say and what re- 
turns they may anticipate. In or- 
der to establish some basis for 
thinking about display advertising, 
AMERICAN ARTISAN last summer sent 
out a questionnaire asking for deal- 
ers’ experiences with this type of 
advertising. 

Not all the replies to the ques- 
tionnaire can be published, but we 
have taken typical cities and se- 
lected from them typical answers 
so you may judge what kind and 
size pull and which don’t under 
competitive conditions. We also 
give an idea of the results obtained, 
the cost of the space used, and 
whether or not the user thinks his 
purchase of space was a good in- 
vestment. 

Since most firms believe in this 
form of advertising and do as much 
of it as their finances will permit, 
the important question is, then—Is 
the phone book ad a paying invest- 
ment and if so, what kind of an 
advertisement pays best? 


Butters-Fetting, Milwaukee 


Let’s begin with a user of a big 
space. This contractor is the But- 
ters-Fetting Company, Milwaukee, 
Wisconsin. One of the advertise- 
ments of this company is shown. 
In addition, the company main- 
tained during 1929 and part of 1930 
several branch offices located around 
Milwaukee. These branch offices 
operated under an individual name 
and each office ran its own distinct 
display advertising. In most in- 
stances this branch office display 
consisted of a one-sixth page adver- 
tisement. 
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sk | Advertising—One Method of Putting 
1e | Before the Man Ready to Buy 


The particular advertisement 
shown is by the main office. The 
advertisement occupies two-thirds 
of a page and cost $40 a month. 
The advertisement is changed 
whenever the company has a new 
piece of equipment or a new serv- 
ice to offer the public. 

Mr. Butters says: “It is not al- 
ways possible to trace inquiries di- 
rectly to phone book advertise- 
ments. The best check we main- 
tain, however, proves that about 
three calls a week come from this 
advertisement. Approximately 40 
per cent of the inquiries made from 
the advertisement result in the sale 
of a furnace, a cleaning job or the 
use of some one of the company’s 
services. Unless the person using 
the advertisement wants informa- 
tion at once over the phone all in- 
quiries are carefully tabulated as to 
the caller’s name, address, phone, 
need and this information is turned 
over to a salesman for a personal 
call.” 


Day or Night Phone 


CONCORD 2683 


Droegkamp, also 
of Milwaukee, use 
one-sixth of a 
page, without il- 
lustration. This 
company has a 
large sales force 
which is depended 
on to get leads. 
The purpose of 
the ad is to give 
immediate pros- 
pects the com- 
pany’s name and 
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DROEGKAMP-FURNACES| 


---Do Save Fuel--- 
Milwaukee's Largest Installers 
52 YEARS OF SERVICE 


The Droegkamp Zephyr 


"WASHED AIR HEATING SYSTEM 


The Zephyr is sold in 
combination with the 
Droegkamp Furnace, 
but it may be pur- 
chased separatelyand 
installed on other 
warm air furnaces 
which are already 
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Provides uni- 
form, comfort- 
able tempera- 
ture, thorough 
circulation, 
correct humid- 
ity and fresh, 
washed, puri- 











address. fied air. 








in use. 
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Droegkamp, Milwaukee 


Another of the advertisements 
shown is a one-sixth page display 
of the Droegkamp Furnace Com- 
pany, also of Milwaukee and one 
of the largest installers of furnaces 


pil - 














WALTERS SHEET METAL 


& FURNACE WORKS 


1524 First Street 


GUARANTEED FURNACE 
- INSTALLATIONS 














The Walters shop 
stresses furnace 
cleaning. More 
than one-third of 
the repair and 
cleaning inquiries 
received by the 
company come 
from this one- 
sixth page ad. 
The company is 
well pleased with 
the results ob- 
tained. 





Have your furnace or boiler cleaned with our 
vacuum suction cleaner. 


-_ Fond du Lac Avenue 
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KILBOURN 8950 


in the Milwaukee area. This firm 
maintains a large sales force which 
follows up all new house or re- 
modeling permits and also canvasses 
house to house for furnace repairs, 
cleaning, etc. This sales force is 
always armed with some specialty 
which is used to gain interest and 
entrance to the householder’s base- 
ment. This specialty may be a low 
priced mechanical draft and check 
control, a new humidifier for old 
furnaces, a draft control for the 
smoke pipe or a larger unit such as 
a unit air washer. 


This company is alive to the 
need for good merchandising. The 
classified display advertisement is 
changed at least once a year, for 
the company feels that change in 
advertising is to be preferred. The 
one-sixth page advertisements cost 
$20 a month, which the company 
feels is money well and profitably 
spent. 


The company, because of its sales 
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| FRANK 


MERWALD 


Sells and Installs 
Rudy, Torrid 
Zone, Merwald 


and Nesbit 
Coal and Gas 


FURNACES 











“We Repair All Makes” 


FURNACE REPAIRS 
Carried in Stock 


} » » » 


FAN BLAST 


Heating and Ventilating 
FURNACE FANS 


: q ERWALD'S 
won in Waster ODERN 
Cool in Summer with ETHODS 


» » » 


Have your furnace 


VACUUM CLEANED 


with our 


MODERN CLEANER 


» » » 


SHEET METAL 
WORK 


Cornices-Skylights 
Tinning - Guttering - Spouting 


CALL— 
KE nwood 0835 


4116 No. 24th St. 
OR 


MA rket 4600 


5032 So. 24th St. 


organization setup, is unable to 
check closely the percentage of in- 
quiries answered coming from the 
phone book and which inquiries 
come from the newspapers and 
other mailing literature which is 

















AMERICAN ARTISAN 
sent out. However, every inquiry 
which is received and not taken care 
of then and there is referred to the 
sales department for a personal fol- 
low up. 


Walters Company, Milwaukee 

A third Milwaukee firm which 
buys phone book display advertis- 
ing year in and year out because 
they feel such advertising pays is 
the Walters Sheet Metal and Fur- 
nace Works. The advertisement 
being used this year is one-sixth 
page and is nicely balanced to show 
what services the firm is prepared 
to render. 

This ad costs the Walters com- 
pany $23.50 a month. The com- 
pany reports—‘‘About one-third of 
all inquiries coming into our office 
for furnace repair, furnace clean- 
ing and residential sheet metal re- 
pair work is traceable to the classi- 
fied directory advertisement. Our 
records show that at least 50 per 
cent of all inquiries are sold or, in 
other words, result in business.” 

In Omaha, Nebraska, there are a 
number of live furnace dealers, 
practically every one using classi- 
fied display space. The result is 
that there is competition between 
the advertisements and to be profit- 
able to the dealer such advertise- 
ment has to bring in business. 


Frank Merwald, Omaha 
One consistent user of classified 
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display space is Frank J. Merwald. 
Mr. Merwald’s advertisement is 
shown in an adjoining column. It 
has different proportions from most 
ads, being one-third of a page up 
The result is a narrow 
box which makes the display of the 


and down. 


Merwald services easy to read and 
digest. 

The advertisement costs $27.50 
a month and is religiously changed 
Merwald 
reports an interesting result from 
this advertisement. He says that a 
majority of the inquiries coming 
from this advertisement comes from 
people who are not old customers, 
but are people requiring repair, 
cleaning service or home owners 


every six months. Mr. 


who need or want a new heating 
system. From the spaced arrange- 
ment of the wording of the adver- 
tisement, it is easy to see that this 
particular advertisement catches the 
eye of the prospective user of every 
one of these services. 

Mr. Merwald reports that he is 
able to sell some service to prac- 
tically every person calling from the 
ad. He accounts for this because 
when a person looks in the book for 
a service, he needs that service and 
is already sold on his need for it. 
All that remains, then, is for the 
dealer to demonstrate that he 
knows how to render that service. 


OMAHA CLASSIFIED TELEPHONE DIRECT 





Frank Merwald, 











Omaha, uses a 
single column ad- 
vertisement. This 
space proportion 
gives him an op- 


~ HABERSTROH 
‘Omaha's Master Furnace Man’ 








portunity to dis- ) #8 LD STAR /( WAHaberste 
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has been espe 

cially profitable in 

bringing in new 
customers. 





MINERAL FELT 


“Insulates Both Heat and Cold”’ 
25% to 40% FUEL SAVING 


for furnaces, hot water 
tanks and heaters— 
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The basis of the 
Haberstroh ad is 
the firm’s slogan. 
The origin of this 
slogan is tied up 
with a street car 
advertising cam- 
paign. The pull of 
this ad has been 
poor. 
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Haberstroh & Son, Omaha 

Haberstroh, “Omaha’s Master 
Furnace Man,” runs, or did run un- 
til just a few weeks ago, the adver- 
tisement shown. The slogan origi- 
nated during a street car campaign 
to get merchants from every line 
of business to use street car ads. 
Haberstroh bought space and so 
was given this title. The firm does 
a large business in all kinds of heat- 
ing. Mr. Haberstroh reports that 
he is not running this advertisment 
now because he couldn’t trace pros- 
pects to the ad and so was not sure 
that it paid. The cost varied while 
the campaign ran but required an 
average expenditure of $54.00 a 
month, 





AMERICAN ARTISAN 
Munkel-Rippel, Columbus, Ohio 

Two advertisements from Co- 
lumbus, Ohio, are shown in the 
group. The first of these is the ad 
of the Munkel-Rippel Heating 
Company. This firm operates a 
sales department which is continu- 
ally canvassing home owners and 
following all leads on new and re- 
modeling work. Their advertising, 
then, is not the only means of bring- 
ing business to the office. This ad- 
vertisement, like that of Merwald, 
is one-third of a page up and down. 
The cost is $30.00 a month and the 
advertisement is changed at least 
once a year. Not much copy is 
used, the firm depending on the 
statement—“Expert Furnace Work 
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Only four feet high 
Made in Columbus 


CALL 


AD ams 
7275 





Success 
Boiler Iron Heaters 


with 


travel and large “VV” radiator assures economical operation. 
lined with fire brick. 
SUCCESS or AGRICOLA Heating Units are optional. 


and installed to meet your requirements. 


all the facts. 


=; AD ams 7275 


BUTLER) 
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Agricola 
The Better Cast Furnace 


COMFORT and HEALTH 
BUTLER warm air HEAT 


The BUTLER Heating System will make every room comfortable with an abundance of 
healthful heat. The first cost is reasonable and the operating expense low. The long fire 


The riveted and bolted joints are guaranteed gas tight and stnoke proof. The firebox is 
BUTLER Heating Systems are also installed with thermostatic temperature control, 
automatic humidifiers, air cleaners and forced air circulation. Each system is engineered 


Modernize your present Heating Plant and enjoy additional comfort. i 
Regardless of your heating needs our engineers will assist you without obligation. Get 


Deferred Payments If Desired 
We Clean, Repair, Rebuild Any Make of Furnace 


‘ BUTLER FURNACE CO. 


243 N. Fifth St. 
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Rebuild 
Any a Lee re is the 
el - Rippel 
Make single column ad- 
Furnace vertisement. The 


ad tells little about 
services and its 
results are open 
to question. In- 
quiries are turned 
over to the com- 
pany’s sales force 
for follow-up. 


Butler of Colum- 
bus uses much 
text and gives full 
details on the 
services offered. 
The company 
believes that peo- 
ple needing serv- 
ice are ready and 
willing to read. 
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Call 
MA in 5205 


for 








Expert 
Furnace 


Work 


at 


Reasonable 
Prices 





The 

MUNKEL-RIPPEL 

HEATING | 
CO. 


569 N. Fourth St. 








“31 Years of Service”’ 
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at Reasonable Prices’”—to draw the 
inquiries. 

The company has not maintained 
a really close check on results, but 
their records show that the adver- 
tisement brings enough results to 
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more than pay for itself. Its princi- 
pal benefit is to draw inquiries 
which are turned over to the sales- 
man to follow up. Such inquiries 
are stimulators to the salesman 
plugging away on cold canvassing. 


Butler Furnace Co., Columbus 


Quite a contrast to the Munkel 
advertisement is the one of the But- 
ler Furnace Company, also of Co- 
lumbus. This two-third page dis- 
play contains much reading matter. 
This text which perhaps can’t be 
read in the reproduction, explains 
what kind of furnaces are sold, 
what the features of these heaters 
are, how the company designs and 
installs a heating system, and what 
parts of this service are free. In 
addition, the three types of heaters 
carried are shown. 

On the contract which the Butler 
company has, the cost of the adver- 
tisement is $22.50 a month with an 
additional $1.50 a month for listing 
in the regular section. 


EPAIRED 


ste 
FACTORY BRANCH OF EDEE 
LETAMSON : 


NO DRAFTS! 





Easily ax 
Installed in Old or New Homes 


3958 EASTON — 
NE WSTEAD Al) 


1 8 7 fh) “29 Years doa Dependable Service” 


The Butler company is well 
pleased with the results obtained. 
Their belief is that this classified 
directory display advertisement 


brings in more business than any 
other direct effort to the public. In- 
quiries are carefully worked for 
follow-up by personal calls and 
every inquiry is also placed on the 
company’s list to receive letters and 
other direct mailing matter. 


Cools Your Home in Summer 
QUIET OPERATION! 


nd Quickly Installed on any Jobt 
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Approximately 60 per cent of the 
inquiries coming from the ad are 
sold some one of the Butler serv- 
ices. 


McHenry & Son, St. Louis 


Reports from two progressive 
companies in St. Louis are not so 
conclusive as to results obtained. 
However, it is not to be expected 
that all classified ads pull satisfac- 
torily. Perhaps in St. Louis, a large 
city, with many display advertise- 
ments, one ad does not have the 
chance that it would in a smaller 
city directory. 

The Thomas McHenry & Son 
advertisement occupies one-third of 
a page and costs $50.00 per month 
on a yearly contract. Copy is 
changed whenever a good idea or 
some new product is taken on. No 
absolute record is kept of inquiries 
which come into the office so just 
what share of inquiries can be 
credited to the phone book the com- 
pany is not prepared to say. How- 


a 


Space in the St. 
Louis directory is 
quite costly. The 
Thomas McHenry 
company state 
that their one- 
third page adver- 
tisement brings 
enough inquiries 
to satisfy them of 
its value. 


yee 


FURNACE 


FAN 


An Actual Saving of 155, to 20°; in Fuel Cost! 
Perfect Heating a! Lowest Fuel Cost! 
TESTED ying PROVED! 

QUICK HEAT! 
EVEN HEAT! 


MORE HEAT! 
VENTILATION! 
NO DIRT! 
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Wm. A. Tipton, 
also of St. Louis, 
never change their 
ad. Itis only one- 
twelfth of a page 
in size. The com- 
pany reports that 
its principal value 
lies in letting own- 
ers of National 
furnaces know 
where they can 
get parts and 
service. 
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ever, their results year in and year 
out show that a very noticeable vol- 
ume of inquiries originate in the 
book so the value of the expendi- 
ture is evident. Inquiries are 
turned over to the sales force. 


W. A. Tipton, Inc., St. Louis 


The second St. Louis firm whose 
classified advertisement is shown is 
the Wm. A. Tipton Company, one 
of the oldest of St. Louis furnace 
dealers. 

The ad which they use is a sinall 
one, one-twelfth of a page and the 
cost is $19.00 a month. The adver- 
tisement is never changed and has 
appeared as shown for several 
years. In reply to our question, 
“who makes the inquiries,” the com- 
pany says that a very sizable pro- 
portion of inquiries comes from 
owners of the National furnaces 
handled by the company. Records 
checked against place of origin in- 
dicate that just about one-third of 
the repair business done by the 
company comes from calls from the 
phone book ad. The company is 
well satisfied with the results ob- 
tained and expects to continue. 


Schwartz Furnace Co., Pittsburgh 


The Schwartz Furnace Com- 
pany, Pittsburgh, claims an unusual 
experience with phone book ads. 
The chief point of difference is that 
the company doesn’t feel that the 
number of inquiries brought in pay 


QU OUHUUNUUIALUUNATE AA 
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FURNACES 


WARM AIR, INSTALLED AN 
ANTEED BY THE MANUFA 
WE SPECIALIZE IN ALL TYPES OF 
VENTILATING AND SHEET METAL 
WORK —GUTTERING AND SPOUT- 
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for the amount of space used, which 
costs $32.75 a month and is one- 
third of a page, but that there is 
undoubtedly a certain amount of 
prestige and dignity to such adver- 
tising. This prestige the company 
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The Schwartz 
Furnace Co., 
Pittsburgh, report 
excellent results 
from their one- 
third page ad. The 
value to the com- 
pany isin prestige 
rather than direct 

















BANNER WASHDAIR FURNACES 


“Complete heating, ventilating and air-purifying systems’ 
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values highly. replies 
“We feel,” says Mr. Schwartz, a 
“that such advertising builds and Ena Fhomec 
. holds good will. We feel sure that 9. Akron, Ohio. Remne wor 
S many a home owner who has joined uses two-thirds hn is ee 
e our family of customers whether fob “this —< Nasere ames 
. through the phone book or some arranged ad are a 
ee better than results 
other solicitation, was pleased to from any other 
lt learn later that our company is sub- oe mail effort | 
. stantial and dignified enough to po aa eee 
: present our story through a display | pany reports that 
5 ; ; 75 per cent of the | 
advertisement in the local phone  inguirers are sold. 
1 | 
| 
1, | 
‘ | Call our office for more information about 
. | the BANNER WASH DAIR FURNACE. 
a Ask for our new folders which explain how 
" | this modern furnace will supply your home 
“ CAST ~ with cleaner and more comfortable warmth 
- | J~WISE ss 
; IRON Qa FURNACE REPAIRING | 
) oS 
e COAL Fu RNACES =: ne We have a department fully equipped to | 
e Expert Heating Service by Registered Engineers repair, remodel or clean any make furnace 
iS . | 
. Bryant and Pennsylvania Gas Furnaces 
Automatically Controle JE fferson 9415 
h Specialists in Air Conditioning Systems 
| Filtered, Humidified Air for Evening Phone BL ackstone 9337 
- | Winter Heat and Summer Cooling 
al i : 
: SCHWARTZ FURNACE CO,|} | THE THOS. MERRYWEATHER CO. | 
2336 CARSON STREET HE mlok 4080 ee 
‘ B. L. SCHWARTZ, Gen’l Manager—Kes. CA rick 2368 ‘ 1048 Bank St. Akron, Ohio | 
; : el 
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book. To crystallize this feeling we 
try to arrange and word our adver- 
tisement so it will appear as dig- 
nified as possible. Our average 
sales, based on inquiries from this 
advertisement average about one 
sale out of five inquiries or 20 per 
cent. We change the advertisement 
at least once a year in order to 
prevent monotony. All inquiries 
are given to salesmen with explicit 
instructions to follow them up. At 
the time the inquiry is made we 
try to establish a time and place 
for meeting the person who is call- 
ing,” 
Merryweather Co., Akron, Ohio 
In Akron, Ohio, the Thos. Mer- 


tyweather Company buys two- 


thirds of a page and in this space 
displays their best and highest 
priced heating system. The text be- 
low solicits readers to send for lit- 
erature on the system and also ex- 
plains that the company are spe- 
cialists in furnace repairs. 

“Our company,” says Mr. Merry- 
weather, “uses two sizes of display 
ads now. One is a one-eighth page 
which costs $8.00 a month and the 
other is the two-thirds page adver- 
tisement you plan to show. This 
largest ad costs us $22.50 a month. 
Both advertisements are completely 
changed each time a new directory 
is issued, so far twice a year. 

“We have not kept exact results 
of inquiries from this advertising, 


but we do know that we get far 
more inquiries from this advertis- 
ing than from any of the other 
direct mail or advertising we do. 
Our records show that the adver- 
tising more than pays for itself. 

“Another interesting thing. Of 
the inquiries we know positively 
come from the phone book, we have 
been able to sell 75 per cent of 
them, indicating to our mind, at 
least, that the user of this advertis- 
ing is at least half sold before he 
calls us. 

The consensus of opinion of 
these typical users of phone book 
advertising is, then, that this form 
of expenditure is justified and re- 
turns a profit. 
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FAN BLAST 


ENGINEERING 


THE IDEAL SYSTEM 


HE editorial “Do We Really 
Air Condition?” in the No- 


vember 23 issue of the AMER- 
ICAN ARTISAN is indeed timely. That 
the installation of an automatic 
humidifier will improve a gravity 
warm air system is understood. 
That the installation of a fan to 
force warm air into remote rooms 
through long runs is a success is 
admitted. 

We may install a heat regulator 
to open and close draft doors there 
by maintaining a fairly normal tem- 
perature within the vicinity of the 
thermostat. We may install air fil- 
ters and remove the dust so com- 
mon to the warm air system. 

That any one of those features 
given in the editorial, a number of 
them, but not all of them, constitute 
air conditioning is of course a fal- 
lacy. If we air condition a home 
we must maintain 68 degrees tem- 
perature, 40 per cent relative hu- 
midity, a constant circulation of air 
free from drafts, dust or odors in 
every corner of the house 24 hours 
per day and 365 days per year. 

To accomplish this we must have 
a heater that will respond to the 
minimum of temperature variation. 
Our cooler must do likewise. We 
must have a washer or filters to re- 
move the dust and the washer if 
used as a humidifier must have a 
control. 

The conditioned air inlets into 
the room served must be so placed 
that no extreme outside tempera- 
ture or prevailing winds will in any 


way affect the room conditions. 


They must be placed to maintain 
perfect distribution without drafts 
and one or a dozen may be neces- 
sary. The temperature of the inlet 
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Ever since Platte Overton 
began his articles in AMER- 
ICAN ARTISAN we have re- 
ceived this question at least 
twice a week: “If you had a 
$30,000 house and the con- 
tract for the best air condi- 
tioning system you could 
design using customary prod- 
ucts, what sort of a system 
would it be?” 

It is fitting, then, that in 
this year-end issue we begin 
the discussion of just such a 
system. The first two or three 
articles will deal with the 
problem in general. Follow- 
ing articles will discuss every 
point in detail. Get the ques- 
tions you want discussed in 
early.—The Editor. 
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air should vary not to exceed 5 de- 
grees in five minutes or 1 degree 
per minute. The inlet temperature 
at this grille should not exceed 120 
degrees at the extreme outside tem- 
perature in winter weather, or 
should it be lower than 60 degrees 


The ideal heater 
is one having a 
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By PLATTE OVERTON 


Heating Engineer 


in highest summer temperature. 

The returns must be of number 
and location to provide for the 
proper distribution as _ outlined 
above. 

The fan or blower must be quiet 
in operation and fun constantly. 
‘very room must have an individual 
run from the heater or plenum 
chamber. Every room must have 
an individual room thermostat that 
controls the inlet temperature at the 
grille and large rooms may need 
one or more thermostats. 

Each room must be supplied with 
the volume of air (c.f.m.) to assure 
the best and most uniform circula- 
tion and distribution. The exhaust 
air from toilets, garages (and kitch- 
ens unless ozonators are installed) 
must be exhausted to the out of 
doors and outside air to compensate 


‘ for such loss must be added at the 


fan or blower. 

In vestibules a pressure over at- 
mospheric must be maintained to 
make an “out draft” when the out- 
side door is open and in kitchens, 
pantrys and toilets a pressure under 
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atmospheric must be maintained to 
make an “in draft” when such doors 
are opened. 

Will the ultimate consumer buy 
such a system? He will if he 
chooses with the same care exer- 
cised in his choice of curtains, dec- 
orations, furniture, linens, silver- 
ware, face brick, roof, plumbing 
fixtures and lighting apparatus. He 
will if he considers it in the same 
light as the water he drinks and the 
food that comes to his table. He 
will if it is explained to him in com- 
parison with his modern kitchen 
and laundry room: He would if its 
comfort, convenience, health and 
economy were explained to him. 

I said economy. Not in first cost 
but in years of service with the sav- 
ing of cleaning, redecorating and 
doctor bills. The same tangible re- 
turn he gets from a $3,000 car or a 
$150 suit of clothes. The very evi- 
dent results in comfort, contentment 
and happiness. 

Thanks for the order. Now that 
we have the system sold we will go 
back and install it. 

We will start with the heater. 
“One that will respond to the mini- 
mum of temperature variation,” in 
other words, one with real draft 
control. This item is practically as- 
sured with gas, oil or stoker, but 
the hand-fired heater is another 
problem. Until such time as manu- 
facturers construct the doors on 
their heaters so air tight that the 
fire will go out if all doors are 
closed long enough, automatic tem- 
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As made up, such a heater 

would look like this. Note 

the individual runs to rooms, mixing 

dampers, two air chambers. Heat con- 

trol would be in the casing and not in 
the room. 





perature control within a range of 
25 or 30 degrees in the plenum 
charnber is an impossibility. In all 
probability the buyer of the perfect 
air conditioning system will insist 
on gas, or oil, or stoker. 

The drafts or combustion regula- 
tion will be operated by a thermo- 
stat in the plenum chamber for 
warm air, not from the living part 
of the house. (See Fig. 25B.) 

Over, behind or around the warm 
air plenum will be a second plenum 
chamber containing tempered air. 
A double mixing damper will be 
installed in each individual duct 


Inlets in most houses may 
be located in a number of 
places, but the designer 
should always remember 
that prevailing winds exert 
a powerful influence on air 
distribution. 
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that will allow warm air from the 
warm air plenum or tempered air 
from the tempered air plenum to 
pass into the supply duct, or both 
may pass in and mix to the desired 
temperature. (Fig. 25A.) This per- 
mits the minimum of temperature 
variation at the inlet. The room 
thermostat actuates this double mix- 
ing damper. Let us say that the 
inlet temperature at the grille is 85 
degrees, room temperature falls % 
to 1 degree and the valve on the 
warm air plenum opens slightly, 
closing the tempered air leaf, and 
the air at the inlet goes to 87 to 90 
degrees, or vice versa, with room 
temperature rising 1% to 1 degree 
and the inlet temperature dropping 
to 80-82 degrees. 

The thermostat controlling the 
heater drafts, gas burners or oil 
burners located in the warm air 
plenum is generally set to open the 
drafts or turn on the burners at 90- 
100 degrees and closes them at 130- 
140 degrees. As the temperature 
of the building rises, the warm air 
leaves of the mixing dampers close 
and the plenum chamber tempera- 
ture builds up rapidly as the air is 
confined. 

Our warm air inlets we located 
much as shown in Fig. 21 and Fig. 
22. Exposure, glass area, size of 
room and room use are factors that 
must influence the locations. 
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Here is the layout of the house to be condi- 
tioned by The Ideal System. The library is the 
exposed room at the extreme left. In this plan 
inlets are changed from the locations used in 
Fig. 22. Again “prevailing winds” is the factor 
determining this change. 
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The library, in Fig. 21, is given 
as an example. This room has three 
exposures, floor and ceiling loss. 
That this room may be ideally air 
conditioned with the same inlet tem- 
perature as the balance of the house 
is of course impossible. A 714 min- 
ute air change in this room gives us 
200 c.f.m. With a B.t.u. loss of 
12,500 our inlet temperature at the 




















Mall 28 Q/010g eom 


$ 
ZWAh/ets below 








peak load will be 135 degrees. 

Our living room with a 7% min- 
ute air change gives us 480 c.f.m. 
and with a B.t.u. loss of 13,- 
800 our inlet temperature would be 

13,800 
+ 70 = 97 degrees for 
480 < 1.07 
our inlet temperature. Our dining 
room with a 7% minute air change 
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equals 190 c.f.m. and with a B.t.u. 
loss of 9,300 our inlet temperature 
is 120 degrees. 

Again referring to the library 
with the 135-degree inlet tempera- 
ture and high percentage of expo- 
sure, we can improve the condition 
here by raising the c.f.m. and lower- 
ing the temperature at the grille. 
This if the doors between the 
library and living rooms are kept 
closed. If we raise the air supply 
too high the result would be a no- 
ticeable and uncomfortable draft in 
the area of the doors caused by the 
movement of the air from an area 
of high pressure (the library) to an 
area of lower pressure (the living 
room). It is the writer’s opinion 
that the entire house should be vol- 
umed to definite air change and let 
the inlet temperature go where it 
may. The air change rate from 5 
to 10 changes per hour will depend 
on the B.t.u. loss and the various 
inlet temperatures. This means a 
complete survey of the conditions 
before we start on the design. 
Again referring back to the library, 
it is obvious that if we wish to raise 
the air supply we must change the 
balance of the house accordingly. 


ys 
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The Toledo Museum—Continued from Page 74] 


Any water dripping on valuable 
paintings or other exhibits would 


be a calamity. Hence the system 
spares no expense to get protection. 





The east annex has this penthouse on the roof. All four sides are sheathed in 
copper applied as shown here. Note the deck molding and gravel stop used. 





The Christen company fabricated 
and erected some 2,200 feet of this 
gutter and 2,000 feet of drain pipe. 

One of the photographs shows a 
crew at work coloring the copper 
on the roof. After trying four 
methods to get just the coloring de- 
sired by the architects the Christen 
company finally discovered a proc- 
ess which satisfied everyone. This 
process proved so satisfactory that 
the company has applied for patents 
on it. 

This large copper job, as detailed 
by the Christen company, is an out- 
standing example of how sheet 
metal can be used for protection of 
the highest order and at the same 
time offer ornamentation unmatched 
by other materials. 
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SELLING STOKERS 


The J. D. Gerken Company, in the Furnace and 





Sheet Metal Business in Toledo, Ohio Since 1890, 
Recently Took the Sales Agency for a Stoker. 
Have Learned About Stoker Selling 
and Its Sales Possibilities ls Told in This Article. 


What They 


Company has been selling 

warm air furnaces and con- 
ducting a general sheet metal con- 
tracting business in Toledo, Ohio. 
From a small shop doing a few 
thousand dollars of business a year 
the company has expanded until 
during recent years as many as 900 
furnaces and thousands of dollars 
of sheet metal work have gone 
through the shop every year. 

This growth from a small shop 
to a place among the leaders in 
Toledo has not just happened, but 
is the direct result of a policy in- 
augurated early in. the firm’s ex- 
istence under which quality work 
in volume is aggressively sought 
and sold. 

During the many years this firm 
has been in business, its members 
have never overlooked the oppor- 
tunities which come from the pur- 


S conn 1890, the J. D. Gerken 


suit of sound merchandising pro- 
grams. Under this policy the firm 
was one of the first to adopt the 
Standard Code and capitalize on its 
sales possibilities. Then, later, 
forced air heating was used as the 
merchandising keynote to gain en- 
trance to the wider field which this 
type of heating opened. As a re- 
sult the firm has to its credit, a long 
list of satisfied customers. 

It was only natural, then, that the 
growing demand for automatic heat 
should impress this firm with its 
possibilities and challenge the mer- 
chandising sense of the sales staff. 
The question was—should the firm 
actively push gas heat, oil heat or 
stoker use of hard fuel. The an- 
swer to this question was not de- 
cided without a thorough study of 
conditions in Toledo. 

There is in Toledo a large num- 
ber of gas fired heating plants. 


These are serving residences and 
commercial buildings, with the 
greatest percentage in homes. This 
field for automatic heating is in- 
tensively competitive with several 
aggressive firms canvassing and 
selling all classes of installations. 
The Gerken company could not af- 
ford to overlook this field and ac- 
cordingly has been one of the lead- 
ers in selling gas heating equipment 
to Toledo home owners. 

But this entrance into the gas 
field did not seem to the company 
to exhaust the sales possibilities of 
automatic heating. The company’s 
investigation disclosed that oil burn- 
ers were having trouble with nat- 
ural gas competition so selling in 
this market did not seem logical. 
The remaining possibility was hard 
fuel with stoker firing. 

Little had been accomplished up 
to the time the Gerken company en- 





The city of Toledo is a manufacturing center. Hundreds of large and small industrial plants 
make up the sales field for the Gerken stoker organization. 













































tered the field in selling stokers. 
There was, of course, a preference 
for gas so long as the operating 


cost was not too much higher than 

coal and oil. Oil did not offer much 

saving, but stoker coal firing did 

seem to have possibilities. Accord- 

ingly the Gerken company began to 

investigate this market. They found 

that good stoker coal could be pur- 

chased for $4.35 a ton delivered. 

This for coal of approximately 

13,000 B.t.u. content. At this price 

coal heating would be considerably 

cheaper than gas or oil even con- 

sidering the first cost, maintenance 
and deterioration of a stoker. 

Having determined that stoked 

. coal could be used more cheaply 

than other fuels the next question 

was—who are the prospects? Of 

course the big field in numbers was 

the home owners. But the company 

felt that if the public really wanted 

automatic heating it would pay a 

little more for absolutely care-free 

heat and so would look most favor- 

ably upon gas. The next largest 

field, then, would be the commer- 

cial and industrial firms. The prob- 

lem of these companies was not so 

much comfort and convenience as it 

was a substantial saving in heating 

cost. Since the company had been 

building a reputation for some 40 

years it was necessary for the 

stoker program to be soundly de- 
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This stoker was 
sold to the own- 
ers of a large 
Toledo bakery. 
The stoker does 
away with hand 
firing and resulted 
in almost unbe- 
lievable savings in 
fuel cost. In ad- 
dition, a constant 
steam supply was 
made available for 
bakery purposes 
without using an 
auxiliary boiler. 


Vv 


This stoker was 
placed in a school 
building where 
constant and uni- 
form heat supply 
was .necessary. 
Since the stoker 
was bought, heat 
supply has been 
entirely satisfac- 
tory and at a re- 
duced cost of 
operation. 


vised, rightly organized and built 
on a good product. 

With this analysis of the situ- 
ation, the company resolved to en- 
ter the automatic heating field as a 
sales agency for a good stoker. The 
Iron Firemaf stoker had been estab- 
lished in Toledo some months 
previously and had built up a sub- 
stantial, though small, reputation 
for economical, reliable negotia- 
tions. The final result was that the 
Gerken company now sells this 
stoker in Toledo. 

The important question to the 
heating men is, of course, what suc- 
cess has the company had. Briefly 
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in the few months the Gerken com- 
pany has been in the field it has 
developed a small, but aggressive, 
stoker sales organization within the 
company proper, has begun a thor- 
ough survey of every possible pros- 
pect and has already sold and in- 
stalled 50 stokers. 


Some few of these have gone 
into homes where the owner wanted 
and could afford automatic heat but 
was either located off the gas lines 
or wanted to use hard fuel for its 
lower cost. But most of the stokers 
have been sold to such companies 
as bakeries, churches, schools, re- 
tail stores, office buildings, manu- 





facturing plants and similar users. 

The company early realized that 
the sale of stokers would not be 
an easy or high pressure proposi- 
tion. The survey had shown that 
the possible users would have to be 
convinced and in most cases shown 


what the stoker would do and that 
a thorough study of each situation 
would have to be made before a 
sale could be hoped for. 

Acting upon this knowledge, the 
sales program on any prospect first 
secures permission to study the 
business, survey the present and 
possible costs and advantages of 
stoker heat over what is being used, 
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establishes carefully and definitely 
what savings or improved operating 
results may be expected. The sec- 
ond step is to assemble all this 
carefully gathered information into 
a concise report and use this report 
as the basis of the sale. Naturally 
all this preliminary work takes time 
and care, but the company has 
found that any gther method leaves 
too much to chance and lets too 
many prospects slip by. 

The third step, which the com- 
pany believes highly important, is 
to take the prospect to see installa- 
tions similar to his, let him talk to 
the owner and study the installation 
so that he can visualize the im- 
provements a stoker will make in 
his own operation. 

The last step is to get the order, 
but not through high pressure meth- 
ods, but rather as the logical step 
in the carefully prepared sales pro- 
gram. 

The company has carefully 
checked and studied all the sales 
made to date and from these studies 
made necessary changes in the sales 
program. One of the interesting 
things discovered was that each sale 
is really a problem of adopting au- 
tomatic heat to that particular busi- 
ness and that few installations meet 
the same conditions. For instance, 
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Homes, too, have 
proved a sales 
field for the Ger- 
ken organization. 
However, to date 
the industrial field 
has shown better 
returns for effort 
expended. With 
the coming of au- 
tomatic heat, how- 
ever, the company 
anticipates in- 
creased home 
stoker sales. 
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“Stokers are an especially 
good article to sell at this time 
because everyone is looking 
for fuel and labor savings. 

“There is plenty of hard 
work required in educating 
the public to the convenience, 
comfort and economy of 
stoker firing and any firm in- 
tending to enter this field 
should not look for quick and 
easy sales. 

“I cannot stress too strongly 
the importance of selling a 
good product, backed by a re- 
liable company, for stokers 
are mechanical devices and 
mechanical devices can be 
troublesome. No dealer can 
afford to back a_ product 
which wastes his sales profits 
through service expeneses. 

“From our experience I 
would also stress the value of 
well engineered installations. 
Constant, uninterrupted oper- 
ation depends surprisingly on 
installation practices. 

“Don’t try to sell price— 
either a cheap product or a 
cheap job. If you do, you 
won't be selling stokers very 
long. Stokers mean _ auto- 
matic heat and automatic heat 
deserves a profitable price. 
Get your price and you can af- 
ford to do a good job.” 


—J. D. Gerken, Jr. 
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in one of their bakery sales the 
building had to be heated, the boiler 
had to supply steam ‘and hot water 
for baking operations and both nec- 
essities had to be controlled within 
narrow limitations. 


Considerable newspaper and di- 
rect mail has been done in connec- 
tion with the personal selling. 


In addition direct mail was used. 
Names of prospects were taken 
from the survey and these names 
received several pieces of direct 
mail matter illustrated and written 
to point out the features and excite 
interest in the savings and comfort 
of owning this modern piece of 
equipment. 


“All these sales helps.” says J. D. 
Gerken, Jr., “are of the utmost im- 
portance and of inestimable value, 
but we have found that when all 
is said and done the personal can- 
vass, steady calling on firms and in- 
dividuals who can and should have 
automatic heat and then finally the 
survey which outlines completely 
what the purchase of a stoker will 
do are the merchandising plans 
which bring in the orders. 


“Primarily our interests lie in 
warm air heating and sheet metal 
work, but in this day of intensive 
competition in all lines and between 
lines the man or firm which is de- 
termined to go ahead can’t afford 
to overlook a single sales field. 


“We have installed stokers and 
effected astounding savings in fuel 
cost. One of the nice things about 
stoker selling is the warm friends 
it makes. Stokers are an especially 
good article to sell at this time be- 
cause of fuel and labor savings, 
which everyone is looking for. 

“We are all sure that air con- 
ditioning and automatic heating is 
the next great merchandising field, 
but we are equally sure that no man 
knows today just which way this 
cat will jump. The thing to do, 
then, as we see it, is to analyze all 
fields and if opportunity seems to 
lie in some particular one enter it 
if your organization is staffed to 
give it a fair trial. We have done 
this very thing and to date, at least, 
do not regret our move.” 
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the top —-— the best. How- 

ever, these are one-time appeals. 

The top ad was a_ personal 
appeal 
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SPECIAL ANNOUNCEMENT 


We Have Established a Downtown Office at 
309 Lincoln Way East 





FURNACE CLEANED 50 
By VACUUM ............... $@s° 
FURNACE REBUILT . 


RUMMEL, INC. 


po Mishawaka Avenue 
R. E. Asher, Vice Pres. 
Viola M. Rummel, Secy.-Treas. 


WEIR STEEL FURNACES 


— — — YOUR FURNACE 
CLEANED by 
VACUUM 


S$ . .. Including Smoke Pipe, 
Chimney and Painting of 
Furnace Front. 


This «Jvertisement must be presented to get 
the unusually low price. 


Most Modern Equipment ... 
Experienced Workmen... 
Fast and Efficient ... 


Our cleaning method will not !vosen the. 
cement at the joints, All repair needs checked. 


Ww. A. RUMMEL 


i 2923 Mishawaka Avenue. Phone'S-1975. 


























The offer of the bushel basket was a failure, as was the ad at the right, 
after price cutters began to nibble. The offer of a coal selling service was 


also a disappointment. 


“Before Housecleaning Time” and “Do You 


Know” ‘were good ads which brought results 


nace men tell me lately that 
the furnace business today is 
That has an ugly sound. 
But, at the same time, I haven’t a 
doubt but that every business is a 
racket, if by racket we mean using 
every possible means to make head- 
Today’s retail situation is 


‘| HAVE had a number of fur- 


such that it is a battle to get our 
dollar away from the man dealing 
in luxuries. Yet I believe that I am 
honestly giving my customers more 
pleasure and a more lasting invest- 
ment when I sell them a furnace 
than are retailers whose product is 
worn out, out of style, or discarded 
in a few weeks or months.” 


A RACKET? 


The above, in one paragraph, out- 
lines the merchandising philosophy 
of W. A. Rummel of Rummel, Inc., 
South Bend, Indiana, warm air fur- 
nace contractor. 


This philosophy was not arrived 
at by sitting on his hands waiting 
for business to walk in the door. 
Quite the contrary, it is the result 
of as aggressive a campaign to get 
business as any we have encoun- 
tered. In this campaign every pos- 
sible means to bring in business has 
been tried. The campaign has gone 
far beyond the efforts of most con- 
tractors and has had a try at direct 
mail advertising, newspaper adver- 
tising and straight salesroom sell- 
ing. 

But practically every campaign 
has been based on furnace cleaning 
as the major appeal to solicitate 
work. 

When Rummel opened up his 
sales room, he started at scratch. 
He did not have any customers, he 
was known only in a limited way, 
his finances were none too plentiful 
but he did have the spirit to try 
anything and push it through to its 
end. He has built up his business 
in six years to the point where it is 
now as large as any in his home 
city 

Rummel’s first attempts at busi- 
ness building followed much the 
same path hundreds of other dealers 
follow. One of his first attempts 
was the mailing of the commonly 
used double postcard solicitating 
furnace repair and _ replacement 
work. On this card his service was 
outlined and a free call to discuss a 
new furnace or a repair job was 
solicitated. In his attempts with 
this card more than 5,000 cards 
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were sent out in several mailings. 
The results of this effort were so 
pitiful that the mailing did not be- 
gin to pay for itself. 

But the saving feature of this 
contractor’s effort was that he did 
not throw up his hands then and 
there and declare that advertising 
does not pay. He looked around to 
see what else he could try. Several 
other types of cards were tried with 
the same result. So he abandoned 
card solicitation. 

He then determined that cards 
have little chance to catch an owner 
when he is thinking about a new 
furnace or repairing the old one. 
Hoping that the owner would file 
the card for future reference 
proved false anticipation because 
either the card was filed in the 
waste basket or laid away and lost 
forever. 

So Rummel sat down and at- 
tempted to devise a method of 
getting immediate response to his 
efforts. His thinking showed that 
some service must. be offered at a 
low price which anyone would pay, 
but which would get him into the 
house and get him time enough to 
tell his story. 


The result was that he chose to 
concentrate all his effort on fur- 
nace cleaning, varying the appeals 
as often as possible and presenting 
his cleaning story through as many 
channels as possible. 

One of his first cleaning attempts 
was by the use of the letter repro- 
duced. In addition to cleaning he 
offered a coal sales appeal. The 
letter was sent out just after the 
winter firing period. Theoretically 
it seemed to be timed right, but in 
practice it proved a very poor busi- 
ness getter. Analysis showed that 
it probably reached the home owner 
while he was just finishing a long 
sigh that the furnace tending sea- 
son was over. The less he had to 
think about that furnace the better. 
And as for the offer of coal—prob- 
ably most of the owners hadn't 
finished paying for the coal they 
had burned, to say nothing of buy- 
ing more. 

The letter proved a total failure. 
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But the cleaning idea was persisted 
in. 

The illustrations which accom- 
pany this article show some of the 
cleaning ads he has run in the vari- 
ous home town newspapers. Here 
is what he reports on them— 

“All these ads served their pur- 
pose and brought some return. One 
thing I have found is never to run 
the same ad more than twice if you 
possibly can avoid it. After about 
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We Clean While Fire Is Burning 
We Do Not Take the Cement. Out of 


Furnace 





REPAIRS FOR ALL FURNACES 


NOTICE 


WEIR STEEL 
SOOT AND GAS CONSUMING 





5-1975W 





NO JOINTS 
NO SMOKE 


Guaranteed 10 Years 





RUMMEL, Inc. 


2923 MISHAWAKA AVE. 
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This telephone advertisement has 
proved the best business getter 
over a period of years 


two appearances the public seems 
to be tired of reading it and won’t 
even look at it, so the ad brings no 
results. 

“The ads marked 2 and 3 brought 
me more business than any ad ap- 
pearing since 1929. Of course they 
are a novelty and as such can’t pos- 
sibly be run more than once, but 
novelty seems to catch the public 
eye. Perhaps it was the unusual 
appeal. Certainly I wasn’t widely 
enough known to say that the raft 
ot orders I got came from friends. 
I do feel, though, that it was the 
novelty of the ad which rang the 
bell. 

“The ads marked 6 and 7 where 
I offered a bushel basket free with 
each cleaning job proved a flop. I 
had thought them a bright idea and 
that the basket would be one thing 
every home owner would jump at 
the chance to get for nothing. 
Seemingly the results prove that the 
public does not fight for everything 
offered free, for these ads did not 
produce the results I anticipated. 
They did pull orders, but not quan- 
tities of orders and that is what you 
have to have to make money. 

“The most important fact I seem 
to have established is that in fur- 
nace cleaning the thing which brings 
the most instantaneous and largest 
returns is a reduction in price. 

“When we first began to concen- 
trate on cleaning as our major ap- 
peal about five years ago, it re- 
quired only a small ad to bring in 
enough business to keep us busy 
for as long as three weeks. And by 
busy I mean working from daylight 
to dark and sometimes longer. Of 
course this enormous business came 
only in the fall, just prior to the 
heating season. In those days our 
volume of telephone business was 
so heavy that the local telephone 
company wanted to run an extra 
trunk line into our office to handle 
the calls. 

“Right then I thought I had this 
advertising thing licked and that 
everything would be rosy. But the 
next fall when I began my adver- 
tising, prepared much the same as 
the year preceding and with condi- 
tions almost exactly the same, this 
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advertising fell down, way down, 
and in order to keep up the pro- 
gram | had laid out I had to send 
out house-to-house canvassers. This 
canvassing proved very effective, 
but it was terribly hard to get good 
canvassers and I worked twenty 
hours a day keeping all the strings 
together. 

‘In 1929 I tried to get away from 
canvassing by running ads with re- 
bates, such as are shown. This 
proved a stimulator until about the 
middle of October, when all of a 
sudden orders dropped off so 
sharply that I thought home owners 
had all suddenly gone to Chicago. 
Of course this was just at the time 
when the stock market flopped and 
this may have accounted for the 
slump. In order to bolster my cam- 
paign I dropped the price of clean- 
ing without any preliminary an- 
1ouncement. The result was in- 
stantaneous. The price quoted was 
$3.00 lower than had been offered 
previously by myself or the other 
contractors. This lowered price 
kept us busy all during the winter 
of 1929-1930. 

“During the summer of 1929 I 
used direct mail with fair results 
considering the season. The re- 
turns enabled me to keep busy per- 
sonally and that I considered good. 
The same direct mail was used in 
the summer of 1930 with decreas- 
ing results and this year direct mail 
has not been worth its cost. 

“In the spring of 1930 a couple 
of laborers out of work, secured a 
cleaner and in order to exist cleaned 
a furnace for exactly what they 
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This letter was mailed at the close 


of the winter season. Its returns were disappoint- 
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ing. The offer of low priced coal did not increase its appeal, seemingly 


could get. The effect of this on a 
small market like South Bend was 
disasterous. In- order to get any 
business at all I had to drop my 
price to $1.00. Those of the legiti- 
mate dealers who followed suit kept 
up the fight until we had the labor- 
ers out of business, but we had put 





week only. 





FURNACE CLEANED $4 .00 
BY VACUUM 


IN HONOR OF WEIR ALLEN RUMMEL, born Decem- 
ber 26th, 1929, we are making this special offer for one 


RUMMEL, Inc. 


For One 
Week Only 


2923 Mishawaka Ave. 
Telephone 5-1975 








This ad, with the smaller one shown on the first page, brought astonishing 
results. It is true that the price is low, but the tie-up with the birth of a son 
also seemed to bring a friendly flood of orders 


a terrible crimp in cleaning prices 
for all of us. The only thing we 
did which helped us was to adver- 
tise that our $1.00 offers were for 
only a week at a time. This left 
the door open for us to go back to 
$3.00 later, if we could. 

“During the summer of 1930 we 
found some of our newspaper ad- 
vertising was failing fast so we re- 
sorted to house-to-house canvassing 
and in the fall to soliciting by tele- 
phone, which was very successful. 
Our results this year show that the 
newspaper advertising is not pro- 
ductive at all, neither is house-to- 
house canvassing, but 90 per cent 
of our volume is coming from the 
telephone solicitation. 

It is my opinion that no set rule 
can be given any dealer in any town 
to get business; he has to keep his 
eyes open and hunt the method that 
will secure the best results. 
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Street _ 

Owner’s Name _ 
Name of Furnace _ 
Mfg. Address _ 
Size of Smoke Pipe __ 
No. of Heat Pipes, 8” | g” 


No. and Sizes C. A. Pipes 


| Length 


Condition of Grates 


Does Furnace Need Cleaning? 


10” | yo” } 14” 


No. 


____ Phone : 


_No. and Size 


| Elbs. — Ang. Tees 


| Fire Pots 





Inspected by _ 





__ Date 








Above is a canvassing card. Every 


scrap of information needed is listed. 


These are filed for follow-up. Below is a card sent the customer after the 
furnace is cleaned. Not one-half dozen “kicks” have been recorded in six years 


“Of course, we do not run our 
cleaning department for profit 
alone. We are now cleaning at cost 
and using it as our appropriation 
for advertising. I feel that clean- 
ing is the cheapest form of adver- 
tising we have ever had. 

“On every order received for 
cleaning, I make a personal call be- 
fore anyone is sent on the job. On 
between 50 and 75 per cent of these 
orders we receive additional work. 
We have found that you can not 
successfully secure orders for new 
furnaces as long as the old furnace 
is standing, for the casing on the 
outside of the furnace looks just as 
good to the customer as it ever did. 
As a rule they tell us it worked 
fairly good last winter and they 
have not the money to put in any 
improvements as they are taking a 
vacation in the north woods or to 
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On 95 per cent of our jobs we re- 
ceived orders without competition. 
lf they say they have not the money 
or do not want to purchase any new 
material, we set the furnace and 
do the best job we possibly can. We 
endeavor at all times to give the 
customers the best of service. 

“This advertising in newspapers 
has varied in cost. Some of the 
papers charge $1.25 an inch and 
others $0.85 an inch. Whether or 
not you should use all papers or 
which one you must determine for 
yourself. 

“By and large our most con- 
sistent medium has been the tele- 
phone directory. Our best adver- 





[) very satisfactory 





THE CLEANING OR REPAIRING ON MY FURNACE was 
(] satisfactory 


(Please give your opinion of our service by an X in one of the 
above squares) 


C] unsatisfactory 








the lake or buying a new automo- 


bile. 


“To combat and secure repairs 
for furnace orders when the fur- 
nace is inspected, we endeavor to 


secure a rebuild at cost. Then when 
the furnace is torn down, the cus- 
tomers can see the actual condition. 





RUMMEL, Ine. 


2923 Mishawaka Avenue. 


FURNACE CLEANING $ 
By VACUUM... 


Including Chimney, Smoke Pipe and the Painting of the 
YOU DO NOT HAVE TO LET THE FIRE 
GO OUT TO HAVE THE FURNACE CLEANED. 


Furnace Front 


Phone 5-1975. * 


This ad, used in 
the first cleaning 
campaign, proved 
a business getter. 
It brought results 
until price cutting 











_ @ forced draft appliance that fits any coal] burn- 
ing plant. Positive in action, and we guarantee a 


a # 
The RUMMEL, Automatic Coal Burner $75 
25% saving on your fuel bill. Price installed .... 


began in South 
Bend. Then its 
returns dropped 








a 
The WEIR STEEL FURNACE brings a life-time of heat 


ing service. + 
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’ 
USED 


We have several used furnaces on 
FURNACES hand. Each a bargain at our low price. 








tisement is shown. When the home 
owner is ready for repair or clean- 
ing service, in our town at least, he 
turns to the classified section. Of 
course if your newspaper ad catches 
him ready that is another matter, 
but for month in and month out 
results our telephone ad has brought 
the best results. 

“This matter of getting business 
may be a racket—I am not a judge. 
Certainly in our case we have tried 
everything we have heard of and 
pushed its use to the last ditch. 
What works fine this month may 
flop two weeks later, but may bring 
results next year. I feel that only 
one rule can be laid down — you 
never know until you try what will 
pull and what won’t, and you 
should be willing to try everything 
if you are serious about getting 
business.” 
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And Don't Forget That 
Next to Air Conditioning a 
Gravity Furnace Can't Be Beat! 


F there is any one feature of a 
| warm air system which makes 
it vastly superior to any other 
type of heating, it is the fact that 
almost anything can be added to a 
warm air furnace or it may be 


stripped of accessories and still you 


will get some degree of air condi- 


tioning. 

This point is highly important if 
only the dealer will impress it on 
the prospect. With steam, hot wa- 
ter, vapor you can add all sorts of 
appliances to the system in an at- 
tempt to get air motion, humidity, 
flexibility and the resulting system 
still falls short of being the equal 
of the simplest gravity warm air 
plant. 

The reason for this is that, bas- 
ically, warm air is the ideal system 
for heating. 


So the wise dealer has found that 


even the prospect who objects to 
paying the price for a semi or true 
air conditioning system can still ob- 
tain a higher degree of air condi- 
tioning in a gravity installation than 
he can with a far more expensive 
competitive type to which he must 


Houses of this 
type can be heated 
with warm air, of" 
course, but the 
contractor should 
impress the owner 
with the fact that 
even a gravity 
heater gives a 
considerable de- 
gree of air con- 
ditioning. 
a 


Gravity plants, 
such as this one, 
satisfy thousands 
of home owners 
because they sup- 
ply flexible heat- 
ing, air circulation 
in winter, and al- 
most any degree 
of relative hu- 
midity. 


add a long list of makeshift acces- 
sories. 

This point can be illustrated by 
the gravity installation pictured in 
the photographs and plan with this 
article. 

The furnace was sold to Mr. and 
Mrs. Martin Haas of Norwalk, 
Ohio. When Mr. and Mrs. Haas 
built their new home, they wanted 
a satisfactory heating plant. Their 
idea of a satisfactory plant was one 
which would keep them warm re- 
gardless of outside temperatures, 
they wanted flexibility so that the 
house could be warmed rapidly on 
cold mornings or kept under com- 
plete control during very mild fall 
and spring weather. They wanted 
healthful heat and understood that 
health is inseparably bound up with 
humidity during the heating season. 
Both Mr. and Mrs. Haas wanted a 
plant which required the minimum 
of attention and labor. 

Steam, hot water, vapor were all 
considered. All three of these sys- 
tems offered the degree of heat nec- 
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essary, some of the three offered 
flexibility, and all offered easy ope 
eration when intelligently designed. 

But all three systems fell down 
on the second most important fea- 
ture of a heating plant—humidity. 
Radiator pans, separate humidify- 
ing apparatus piped into the rooms, 


and such appurtenances did not and . 


could not give the humidity these 
home owners understood they abso- 
lutely required for health, comfort 
and economy of heating. 

But the warm air system did 
afford any degree of humidification 
desired in addition to all the other 
features held in common. A warm 
air system was therefore selected. 
Mr. and Mrs. Haas did not feel 
they needed a semi-air conditioning 
system so a gravity plant with extra 
water pans to insure plenty of mois- 
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The Haas heating 
plant uses com- 
bination round 
pipe and rectan- 
gular duct leaders 
| —a modern fea- 
LIBRARY i. ture, it has three 
g water pans on the 

casing, for three 

7 || were found neces- 


sary by test, and 
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ture in the air was placed in the 
house. 

The plant was designed and in- 
stalled under the supervision of 
J. H. Russell of Ashland, Ohio. 
The furnace selected was a number 
281 Ryboldt heater. 

While the installation is Standard 
Code gravity there are some fea- 
tures worth inspection. The photo- 
graph shows that the warm air 
leaders are taken off the bonnet as 


air is returned all 
around the casing. 


Vv 


The plan shows 
that through the 
I iF | use of  strageti- 
ae cally located re- 
| turn air grilles, 
‘| definite air circu- 
| lation is  estab- 
| lished. Warm air 
ts is supplied evenly 
| to all rooms and 
the heater is well 


RZ Grl2-BASE ~ 


located to give 
basement floor 
| freedom. There is 
862 sq. in. of 

| warm air and 857 
in. of return 


tn sq. 
i —= | air. 


round pipe, but that a transition is 
made a few feet out to rectangular 
duct. This was done to conserve 
head room. Tests made at the regis- 
ters show that air flow through this 
piping system is just as good as 
though all round pipe had been 
used. 

Since the house is quite large, 
plenty of return air was desirable. 
The plan shows that four large re- 
turns were taken from the first 


floor—one from the dining room, 
under the window; one from the 
living room, in the exposed corner, 
one from the library; and one from 
the stair hall. These are brought 
to the furnace as three returns, 
since the living room and dining 
room runs are brought in one duct. 

The supply is arranged as fol- 
lows—Living room, one inlet, one 
outlet ; library, one inlet, one outlet ; 
hall, one inlet, one outlet; dining 
room, one inlet, one outlet ; kitchen, 
one inlet, no return; breakfast 
room, no service; vestibule, one in- 
let. On the second floor each bed- 
room and the bath has one inlet, 
but no returns. 


Practically all the registers used 
are of the baseboard type, while the 
return air grilles are all floor type. 

The system was used for a part 
of the last winter. The owners re- 
port that throughout a wide varia- 
tion of temperatures, the plant op- 
erated with entire satisfaction. Not 
only was there plenty of heat uni- 
formly supplied, but humidity with 
the use of three casing pans was at 
all times adequate throughout the 
house. So far as they are con- 
cerned they have a satisfactory con- 
ditioning system obtained at low 
cost and proved economical to op- 
erate, flexible, and healthful. 
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A $3,400 Air Conditioning System 
In a $50,000 Home 





H. SLOAN, heating en- 

gineer of Toledo, Ohio, 
e and specialist in resi- 
dential automatic warm air heating, 
has had remarkable success selling 
gas-fired, forced air installations to 
builders of homes in the $50,000 
class. 

He has had success with gas- 
fired furnaces because Toledo has 
a plentiful and cheap supply of nat- 
ural gas and he has been highly suc- 
cessful selling the owner of $50,000 
homes because he has visualized for 
the owner the convenience, the com- 
fort and the healthful conditions 
brought about by the use of modern 
warm air equipment. 

The business which he has estab- 
lished has not been based upon old 
methods of selling a furnace. In 
his sales presentation just heat is 
not talked about, for heat alone is 
taken as a matter of course and this 
idea established in the mind of the 
owner. For heat he has substituted 
the story of conditioned air within 
Automatically controlled 
systems with the air purified, 
cleaned, vitalized, humidified dur- 
ing the heating season and cooled 
and dehumified in summer are the 


the home. 


Compactness and 
appearance have 
been incorporated 
in the heating 
plant. The spray 
chamber is in the 
floor where the 
manhole shows. 
All sheet metal is 
grey enameled. 





owner, who is greatly interested in 
the things which Mr. Sloan con- 
tracts to give him. The second 
party is the architect, an individual 
who previously wanted as little as 
possible to do with a furnace, but 
who today is deeply interested in 
conditioned air. 

In order to sell a system costing 
from $2,000 to $4,000 Mr. Sloan 
has found that the old arguments 
for a furnace are not acceptable. 
Owners of such houses and their 
architects want systems which are 
truly modern; they want comfort, 
of course, and convenience, nat- 


a 


In the living room, registers and grilles are in the baseboard under the 
windows as shown here. These faces are inconspicuous and require absolutely 
no floor space. 


points around which he has built 
his business. 

That he has been markedly suc- 
cessful in telling this story is estab- 
lished by the growing number of 
installations in $50,000 homes 
which he has made in the last three 
years. 

The campaign which he _ has 
worked on has been directed to two 


persons. First, of course, the 


urally ; but above all, they want just 
the things which conditioned air can 
give. 

Salesmanship has been required 
to tell the story as it must be pre- 
sented and to secure a hearing from 
owners and architects who are ac- 
custemed to dealing with men of 
responsibility and standing in the 
community. 

Engineering knowledge has been 
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This is the exterior of the Ford home. No expense was spared in architectural service, fixtures 
or furnishings and the heating plant is entirely in keeping with this specification 


required because the average owner 
and architect looks at conditioned 
air as something technical, some- 
thing few persons fully understand, 
something demanding knowledge 
and experience and_ specialized 
training. 

One of the installations 
designed and sold by Mr. Sloan, 
and an installation which typifies 
the kind of installation he sells, was 
recently completed in the home of 


recent 


furnishings, to make it the last word 
in tasteful comfort. The heating 
plant proper consists of a Columbus 
Heatmaster, gas-fired furnace, with 
complete automatic controls, in- 
tegral blower, filtering and humidi- 
fication equipment. It has an hourly 
A.G.A. input of 250,000 B.T.U.’s 
and delivers 2,500 cubic feet of air 
at 425 R.P.M. 

There are a number of interest- 
ing features in the layout and the 


kept at some 6 degrees above the 
rest of the house, not through ther- 
mostatic control, but through greater 
volumes. The garage is also heated, 
but has a thermostat of its own, 
which actuates a damper to regulate 
the amount of air and hence the 
heat introduced to the garage. 

The piping system is designed 
around three trunks which spread 
from the furnace to the three sec- 
tions of the house. One large trunk 


> > . : a . 4 
George Ford, Jr., at Perrysburg, design. Temperatures are controlled supplies air to the service end of the 


Ohio, a suburb of, Toledo. by a room thermostat located in the house. Branches are taken off this 
The Ford home was completed living room. The bathrooms are trunk for the pantry, kitchen, 

at an actual building cost of $45.,- 

000. The house was designed by re a a 


Armin C. Frank, Milwaukee, Wis- 
consin, architect, with the architec- 
tural firm of Mills, Rhines, Bellman 
& Nordhoff of Toledo, Ohio, acting 
as associates. 

No expense has been spared, 
either in building conveniences or 


The first floor plan shows the dis- 
tribution of supply and exhaust. All 
registers and grilles were so located 
that every room has all floor area 
available for use. Note the probable 
air distribution from these faces. 
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In the dining room, registers and 

grilles are located under the lip of the 

window seat. Registers are at one end, 
grilles at the other. 


breakfast room, entry and garage 
on the first floor and bedroom No. 3 
and the maid’s rooms on the second 
floor. The plan shows that this 
main is stopped at the garage par- 
tition and that it passes up along 
this partition to the garage ceiling 
to feed the registers in the maid’s 
rooms on the second floor. 

The second large main supplies 
registers in the hall, dining room, 
study, one side of the living room 
on the first floor and one-half of 
bedroom No. 1, bedroom No. 2, the 
hall and No. 2 bath on the second 
floor. 

The third and smallest main sup- 
plies one side of the living room, 
the cosmetic room on the first floor 
and bath No. 1 and one-half of bed- 
room No. 1 on the second floor. 
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All heat registers but one used 
are of the baseboard type and are 
located at the floor line. Some 
rather unusual combinations of reg- 
isters and grilles are shown. For 
instance, in the dining room all 
openings are on the outside wall 
with the warm air register between 
the return air grilles. Slot type 
openings 2 inches wide by 32 inches 
long are used in this room with the 
slots concealed under the lip of the 
window seat. 

In the living room the registers 
are located under each window at 
the floor, using four inlets and 
three returns. In the study the in- 
lets are placed at one end of the 
bay window and the return grilles 
at the other end. Bedrooms Nos. 
1 and 2 have two warm air inlets 
and one return from each room. 

In some ways the return air side 
is more interesting than the supply. 
Basement headroom was desired, so 
the returns are all carried under the 
concrete floor and traverse the area 
as shown in the basement plan. To 
get the air into these tunnels several 
interesting connections had to be 
made. For instance, the large re- 
turn in the stair hall to the second 
floor service quarter is brought 
across from the grille through the 
ceiling of a first floor porch. From 
the end of this exterior pipe the 
duct is dropped across the basement 
ceiling to a point above the washer 
housing. 
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In the bedroms the registers were 

placed in wall panels near the floor 

line while grilles are in the base- 

board. The return here is behind the 
lamp stand. 


There are two tunnels under the 
living room end of the basement. 
One travels diagonally across the 
floor to connect into the tunnel 
which gathers air from all the north 
wall returns for both floors. The 
other tunnel begins below the en- 
trance door and passes straight 
back to the blower with small 
branches emptying into it as it goes. 

All duct work is paneled and 
fabricated from 26 and 24 gauge 
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is through three main 
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trunks. Return is by under-floor 

ducts as shown here. All return air 

is brought to an under-floor cooling 
chamber as explained in the text 
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On the second floor, returns are provided for all the master 

bedrooms and the hall. One return serves the service quar- 

ter. This return is carried through a duct in the ceiling of a 
porch. All faces but one are on inside walls. 
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iron. All main trunks are held 
close to the basement ceiling. All 
exposed ducts are finished in grey 
enamel to match the coloring of the 
furnace, blower and washer. 

The conditioning part of the sys- 
tem makes use of several pieces of 
equipment. Filtering is accom- 
plished by means of a series of very 
fine interwoven copper mesh screens. 
Mr. Sloan has experimented with 
filters and has found this type effi- 
cient, easy to take care of and in- 
expensive. Whatever volumning 
was necessary to balance the sys- 
tem or make later adjustments is 
taken care of by using volume 
dampers in all main runs. 


A summer cooling system is part 
of regular installation. Artesian 
water of 56 degrees temperature is 
sprayed against the returned air as 
it is drawn to the blower. A sol- 
enoid valve automatically controls 
the water supply which sprays only 
when the blower is operating. An 
automatic pump removes excessive 
water from the cooling chamber. 
The temperature is dropped 8 to 10 
degrees by the system and the air is 
considerably de-humidified by con- 
(ensation in the cooling chamber. 
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Recirculated air is purified by 
ozonation. An ozone machine, op- 
erating in conjunction with the 
blower, removes all odors from the 
atmosphere and revitalizes the air 
being warmed and circulated. De- 
pendence on infiltration for refresh- 
ing the atmosphere is thus reduced 
to a minimum. 

The cost of the complete installa- 
tion, including tunneling and auxil- 
iary equipment, is $3,400. The es- 
timated fuel cost for an eight 
months heating season in this sec- 
tion is estimated to be approxi- 
mately $256, with an average gas 
cost of 62 cents a thousand cubic 
feet, 1,050 B.t.u. natural gas. 

A very ingenious atrangement 
was worked out for the cooling ap- 
paratus. The returns to the blower 
housing are brought into one under- 
floor chamber shown by the man- 
hole on one of the photographs. 
This chamber connects into what 
Mr. Sloan terms a “gathering cham- 
ber” which is behind and around 
the base of the blower. The sprays 
are arranged in banks in this tun- 
nel so that air coming into the gath- 
ering chamber has to pass through 
the cold water spray. 
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The water to these sprays is con- 
trolled by a soienoid valve which is 
hooked in series with the blower so 
that blower and sprays work at the 
same time, but the sprays are shut 
off when the blower is idle. 

There is also a globe valve in the 
water supply line which can be 
closed during the heating season. 
The reason for this arrangement is 
that during the heating season air 
passing through the water spray 
would be dropped in temperature 
to the temperature of the water and 
would then have to be heated again 
to return air temperature at an ad- 
ditional fuel cost. 

Four feet behind the blower and 
two feet from the side of the return 
air duct there is sunk two sections 
of 17-inch tile in which is located a 
sump pump to carry water away 
from the return air tunnel. This 
pump works automatically and 
keeps the tunnel from from exces- 
sive water. 

The filters are located at the 
blower and are in an integral part 
of the blower cabinet. The under- 
ground ducts, spray chamber and 
gathering chamber eliminated con- 
siderable overhead duct work. 
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Go Comic! 


For Humor Has Been Found One 


Way to Get Small Ads Read 


ANY dealers say—‘Adver- 
M tising doesn't pay.” 

They base their assertion 
on past personal experience or on 
hearsay from the experiences of 
friends in the business. 

Most heating and sheet metal ad- 
vertising is small space copy, first, 
because dealers by and large are not 
big time spenders and, second, be- 
cause most dealers have had little 
experience with and are timid about 
spending money for advertising. 

3ut just because your past adver- 
tising has not stopped traffic outside 
your door is not sufficient reason 
for condemning all advertising or 
for making up your mind that your 
business can’t be advertised. Ad- 
vertising—even small space copy— 


By MATH. FRIEDMAN 


Advertising Counselor 


will pull if the message is rightly 
presented. 

In order to make such advertis- 
ing pay there are some basic rules 
to follow, just as there are basic 
rules to follow in laying out a 
Standard Code gravity job. You 
wouldn’t divide your cubic contents 
by 500 in place of 800 just because 
you felt like it, would you? Then 
you should consider similar rules 
in advertising. 

Don’t just buy a two- or four- 
inch ad in your local paper and for- 
get about it. Do a little thinking. 
If an ad is worth buying, it is worth 
some little preparation. Small ads, 
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Of course the advertisement at the 

left is ridiculous, yet the very fool- 

ishness is the feature which draws 

attention. Below is a small, one col- 

umn ad, yet it too attracts because 

of the bold border cartoon drawing 
and makeup 
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particularly, must stand out. They 
must tell their story boldly and with 
force. A lot of advertisers have 
discovered that it often pays to go 
comic in small copy, because, first: 
The illustration will attract atten- 
tion ; second, it is possible to put the 
reader in a pleasant frame of mind 
to read the type matter. 

Here are six little ads: Four are 
two columns, four inches; two of 
them are two columns, two inches. 
They are specifically designed to 
stand out. But they tell the story 
in a hurry, get a smile and demand 
immediate action. 

True, the illustrations are of ex- 
aggerated characters and figures. 
No one ever saw a furnace that 
looked like the one in Ad Nos. 1, 2 
or 3. 
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And whoever thought of a fur- 
nace man, or sheet metal man, look- 
ing like the characters in these little 
ads? Yet, they do attract attention. 


Let’s tear one of these ads apart 
and see why they attract attention. 
Let’s take No. 2. First, the at- 
tractive checker board border makes 
it stand out wherever it might be 
placed. The border is not the com- 
mon line border that we see every 
place. and it is black enough to at- 
tract attention. Now, the little box 
that carries the line “Expert Sheet 
Metal Work.” That tells the story, 
doesn’t it? 

And then, below, the blank fur- 
naces, instead of blank, of course, 
the name of the furnace you sell is 
inserted. That’s another story. 
Then, of course, the comic man 
with his earmuffs and pinchers, in- 
specting a furnace which is way 
below zero. That would get a 
laugh, wouldn’t it? Then the head- 
line, “Let Us Check Your Furnace” 
demands action. 

Of course, then the phone num- 
ber in big, black type, and free in- 
spection to prove that you are on 
the job. And, of course, your name 
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LET US ¢ CHECK YOUR FURNACE 


It May Need Repairing 
PHONE wW 


BLANK FURNACE & SHEET METAL CO. 
0000 Main Street 
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They don’t come like this. At least not in this country. Yet the humor is 
the thing which draws the eye. People read comic strips so much these days 
that anything which borders on the comic attracts attention 


and address, so a prospect can come 
in or write, or after he phones, visit 
you. There is your ad in simple 
English. It’s attractive, it tells your 


YOUR 
FURNACE 
CLEANED 


Only 








ee 


BLANK FURNACE & SHEET METAL CO. 
0000 MAIN ST. 
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While some home owners may believe this is the way a furnace is cleaned, the 
comic figure and furnace give the thought of cleaning a “kick” which a straight 
appeal frequently lacks 


story in just a few short lines, yet 
it occupies a small space. 


This is true with all the other 
ads. They, too, have a message 
which is forcibly told in two or 
three lines, and blocked with a bor- 
der which demands attention. 


o many dealers write an ad 
and let it run year in and year out 
in all sorts of publications and then 
wonder why their investment doesn’t 
pay. Regardless of the size of space 
you use in your local paper, change 
your copy as often as_ possible. 
Work up a series similar to the six 
ads shown here. Give your news- 
paper man instructions. Change 
your ads so that you tell a different 
story each time the paper appears. 


In this way you always tell a new 
story, or the same story with a 
change of illustration. Repetition 
with variations is bound to get the 
story over to the prospect. 

Advertisements of this type lend 
themselves nicely to telephone book 
display. The heavy borders, black 
figures in white space are well de- 
signed for the crowded pages com- 
monly encountered in the phone 
book. (Continued on page 103) 








VENTILATION 


Both Praised and Cussed, Yet 
Withal One of the Most Profitable 
the Sheet Metal Contractor 
Handle Quantities of Sheets . . 


Fields for 
Equipped to 


UBLIC school construction, 
Pris its accompanying ventila- 

tion work, has long been a 
lucrative field for the ventilation 
contractor who is in a position to 
handle and fabricate sheets in large 
poundage. 

That this field has been profitable 
is indicated by the number of large 
contractors who operate in ventila- 
tion exclusively. But that this field 
is rapidly being hammered into 
unprofitableness is emphatically 
claimed by contractors in every 
city. Their proof of this undesir- 
able condition is the number of 
bids submitted these days at prices 


which cannot pay the cost of labor, 
to say nothing of the cost of the 
material. 

So long as this condition exists, 
these contractors say, there are only 
two courses open if they wish to 
remain in business—enter other 
fields or so organize their opera- 
tions that every possible item not 
absolutely fixed is cut to the bone. 
Most of the ventilation contractors 
have settled on this last method. 

But talking about unnecessary 
expense is easier than actually re- 
moving such expense. Where and 
how to start the elimination pro- 
cess is the big problem. 








In Milwaukee, Wisconsin, the 
Milwaukee Sheet Metal and Roof- 
ing Company has followed ventila- 
tion for several years. In spite of 
conditions as outlined above, the 
firm has continued to find profits in 
the ventilation field. How the com- 
pany has worked out the problem 
is described by Mr. Roesler, owner 
of the firm. In describing the meth- 
ods he points to two ventilation in- 
stallations just now being com- 
pleted. One of these contracts cov- 
ers the ventilation in the Nineteenth 
Street Girls’ Technical School, Mil- 
waukee. The photographs and 
drawings are from this project. 


The duct system in the basement is 
designed around two fan units. In as- 
sembling the system the contractor 
erected his stacks first, then solid 
mains and last cut in his connections. 
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The system when completed will 
have required the fabrication and 
erection of between 100,000 and 
110,000 pounds of galvanized iron 
for the ventilation system. 

“One of the problems,” states 
Mr. Roesler, “is to decide whether 
all or part of the metal should be 
fabricated in the shop, or whether 
all metal should be fabricated on 
the job. Our experience tends to 
show that we can make better pro- 
gress, with less trouble and at con- 
siderably reduced cost over shop 
fabrication by trucking all metal 
flat to the job and fabricating it 
there. 

“In order to do the work on the 
job, we have equipment which is 
portable and which is not used in 
the shop. For the average job, such 
as the technical school, we send a 
brake, benches, stakes, and hand 
tools to the job. These are set up 
in as convenient a location as possi- 
ble and in a place where we won't 
be disturbed by other crafts. If 
possible, this job shop is established 
where the largest sections will have 
the shortest move to the duct. On 
this particular job we placed the 
shop in the auditorium plenum, 
where it is centrally located, out of 
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One of the mains just outside of fan room number 2. The main is solidly 
hung with connections cut in after the run is trued up. 


the way and very close to the large 
trunk lines which come off fan 
number 2. 

“We also keep close check on the 
number of men used on a job. It 
is easy to have too many and most 
contractors watch this closely. 
However, a fact often overlooked, 
it is also easy to have too few with 
the result that workmen are called 


This is fan num- 
ber 2. The base 
section of the 
washer is in the 
foreground to- 
gether with one 
side which is lean- 
ing against the 
column. The sec- 
tions of the 
washer were fab- 
ricated in the job 
shop. Two fans 
are used in the 
System. More 
than 100,000 Ibs. 
of galvanized iron 
were used in the 
job, all made up 
in the job shop. 





upon to do heavy operations with 
too few hands resulting in a general 
slowing up of erection operations. 
We judge the number of men to 
use from the size of the job and 
also from the size of the fittings to 
be erected. 

“On this technical school eight 
men are working. This has worked 
out to be enough men to handle the 
biggest sections easily, and few 
enough so that every man can plug 
right along every day without wast- 
ing time. 

“We have found that it is waste- 
ful of time and labor to fabricate 
work in the shop. Every ventilation 
contractor knows that few duct 
runs actually make up as shown on 
the plans. Changes have to be made 
all along the runs and where sec- 
tions are shop made, these alter- 
ations have to be made after the 
work should be finished. These sec- 
ond handlings run up costs surpris- 
ingly. 

“With all work being made from 
the flat, these changes are laid out 
before sections are made up, thus 
saving costs. On this particular job 
the plans show four large main runs 
with branches off these runs all 
along the partitions. The operation 
was to fabricate and erect all stacks 
first. These are brought from the 
grille face down to the basement ad- 
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This group of stacks is to the right of the main entrance. These are both 
inlets and outlets. The exhaust runs into the attic space where dampers are 
provided to recirculate the air or exhaust out doors. 


jacent to the main duct line. After 
the stacks were all in we laid out 
the line of the main duct. This main 
is fabricated as a continuous duct 
with no outlets or discharges. This 
system means quick assembly of the 
main. It also means that when hung 
the main duct is rigid and firm, 
with no variations. The main which 
is in large and awkward sections 
can be squared and supported and 
every strain and movement com- 
pendated for before openings are 
cut. 

“Like most ventilation men we 
have observed that there is tre- 


mendous strain and variations in 
every large main made with stand- 
ing seams construction, especially 
if this main is of considerable 
length. Our plan compensates for 
all this before we cut the duct. On 
this job standing seams and the 
button punch were used. 

“When the mains are in and 
trued up we make the connecting 
fittings between the main and the 
stacks. Openings where and as 
needed are then cut into the main 
and the fitting completed. Of course 
we may waste some little material 
by this process, but waste material 
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South Toicet Roomé Locker Room FiveWat (Looxine Sour) 


Typical stacking cross section. Stacks shown serve 
basement locker rooms, and upper floor class rooms. is 
The venting into the attic is indicated. 


shown here. 
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is always a lesser waste than lost 
time. 

“For instance, there is a rule of 
thumb estimating factor in ventila- 
tion work which holds that a good 
man and a helper should fabricate 
and erect 150 pounds of iron every 
day. One mechanic and his helper 
will be paid on our jobs about 
$16.00 a day. One hundred and 
fifty pounds of iron will cost about 
$7.50. Whether to waste the labor 
or the material is obvious. 


“T don’t know how ventilation 
contractors in other cities are find- 
ing conditions, but we find them 
tough. Not only do we have to bid 
better than the small shop run by 
some discharged employee, but we 
have to fight ventilation systems 
where there is no duct work, no 
fans, no work for the ventilation 
contractor. No doubt contractors in 
other cities find the same problem. 

“Frequently, now-a-days, we hear 
some so-called authority state that 
ventilation as we know it is due for 
a sudden death. Others say that 
ventilation, as we do it, is and has 
been a racket and that the taxpay- 
er’s money ought to be spent for 
other features. Regardless of the 
worth of such statements, the fact 
remains that if ventilataion is con- 
demned there will be a lot of good 
contractors out soliciting gutter and 
downspout work. 





The heating and ventilating system for the auditorium 


Heat is supplied both directly and 
indirectly by the fans and radiators. 
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“We hear a lot also about this 
‘window ventilataion.’ Backers of 
this idea of eliminating all forced 
air and using windows for ventila- 
tion are loud and emphatic in their 
declarations. Just how many teach- 
ers will make good automatic con- 
trols for window ventilation sys- 
tems remains to be seen, but I think 
most such systems will either sub- 
ject the children to too much ‘fresh’ 
air or else smother them in heat. 

“Every sheet metal contractor 
and especially every ventilation con- 
tractor ought to get together and 
run this advocate out of business. 
Ventilation is needed and should 
be used, but it will die the sudden 
death predicted unless we co-oper- 
ate to point out how valuable and 
necessary ventilation is. 

“We certainly need co-operation 
among the ventilation contractors 
the worst way. We constitute an 
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important section of the sheet metal 
industry. We have a large invest- 
ment in land, plant and equipment ; 
we are tooled and supplied with 
skilled labor to do the biggest job 
the best and cheapest way. If we 
contractors don’t pull together the 
ventilation business is going to slip 
over to the fellow who has none of 
the things mentioned and who gen- 
erally gives ventilation a black eye.” 
The heating and ventilation sys- 
tem is the “split” type. Direct radi- 
ation is used for heating the vari- 
ous class rooms and air at room 
temperature produced for ventila- 
tion. The auditorium is directly and 
indirectly heated by fan unit num- 
ber 2 and some direct radiation. 
All risers are constructed of gal- 
vanized iron as shown in the illus- 
trations and after erection they are 
concealed in tile partitions. The 
main trunk ducts are large and 
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varied in shape and dimension. Fan 
unit number 1 handles in the neigh- 
borhood of 80,000 c.f.m. with the 
large trunk ducts taking this volume 
to approximately 80 inlets. 

Some idea of the size of the fan 
may be gleaned from the picture. 
In this same picture we see the air 
washer pan and one side of the 
washer leaning against the column. 

Air is exhausted through galvan- 
ized stacks to an exhaust plenum in 
the attic. From here it is passed out 
of doors or it may be returned and 
recirculated through a combination 
of outside air and return double 
mixing dampers. 

Toilets and locker rooms are 
vented directly to the outside 
through roof ventilators. 

The installation here considered 
is in reality air conditioning. That 
it affords goodly contracts for the 
sheet metal contractor is obvious. 
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Go Comic in Small Ads—[Continued from Page 99] 
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Come figure, type, border, white space are the ingredients which make this 
ad and of the four, humor is the most important 


Humorous advertisements, or 
humorous characters, have been 
found particularly easy for the pub- 


lic to remember. Many firms try 
comic figures until they hit on one 
which catches the public fancy and 


then make this figure the basis of 
the entire campaign. People watch 
for these advertisements—they like 
to read the ad just as they follow 
the comic strips in the newspapers. 
And firm which gets one or more 
popular humorous characters should 
capitalize on them. 


The watchword of small space 
advertising is—small ads must be 
attractive. If it catches the eye it 
will be read. If it is read and pre- 
sented often enough to hold interest 
it will bring results. 
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Here’s another one column ad which 
attracts in spite of its obvious draw- 
back of small size 
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The story certainly illustrates what 
I mean by selling accessories. 
“Good,” we said, “‘let’s hear the 








story.” 

“Well,” said Arthur, “you know 
we boys do a lot of installing for 
our local gas company. They have 
a crew of canvassers out all the 








time. These canvassers are not en- 
gineers ; they can tell a home owner 











how much easier it is to tend a gas 
furnace, but they don’t try to do 
any engineering and they’re not 
especially interested in accessories. 
Our problem is to do a job of sell- 
ing by recommending forced air, 
needed return airs, relocation of 


6¢ HF there’s one thing we heat- what I mean, but let me tell you registers and perhaps larger lead- 
ing men ought to do these what happened to me the other day. _ ers when our data sheet shows that 


days, it’s to try our darndest 
to sell every possible accessory with 
each replacement job we get. It’s 
these accessories which bring real 
profits and make our system just a 
little better than the one we’re com- 
peting against.” 

The contractor speaking was 
Arthur W. Hunt, one of the three 
brothers of Hunt Brothers Com- 
pany, Kansas City, Mo. 

“But Arthur,’ we said, “don’t 
you suppose most contractors real- 
ize this ?” 

“Perhaps so,” he said, “but I still 
believe that too many contractors 
fail to realize how much additional 
equipment can be sold by talking 
air conditioning and just what 
added profit there is in these ac- 
cessories. The idea isn’t to load 
every job with all the equipment 
it will carry, but to analyze the 





owner’s situation and sell him as 


; sos This is the furnace after Hunt Brothers finished explaining the advantages of 

good an air conditioning system as a 1931 model heating system. The furnace works automatically, the air is 

forced through the system by a fan, filters remove dust and dirt, humidity is 

a ee automatically supplied and the furnace is placed in an area practically 
erhaps dont explain just worthless 





possible. 








the old plant was inadequate. It’s 
surprising how many old systems 
will stand revision in the light of 
what we know 
heating today. 


about warm air 

“But to get on with this story. A 
gas company salesman called me 
the other day and reported that he 
had sold a Mr. Bert Dyche a No. 
32 Pennsylvania gas furnace as a 
replacement. He asked if I could 
run out and look the old system 
over to see if the new furnace 
would work better than the old one 
as the customer insisted the new 
furnace do better than the old one 
did. 


“T called Mr. Dyche on the phone 
and asked when I could see him. 
He gave me a time and right on the 
dot I rang the bell. I told him what 
I wanted and went down to look the 
old plant over. Mr. 
marked that he wanted this furnace 
put in RIGHT because he had had 
two others during the last seven 
years and his main reason for buy- 


Dyche re- 


rN 


There are literal- 
ly hundreds of 
thousands of heat- 
ing plants like 
this. They heat, 
but do not meet 
today’s demand 
for usable base- 
ments and bright- 
ly painted heating 
plants. Most im- 
portant of all, 
they do not con- 
form with the 
public’s ideas of 
what one of these 
“air conditioned” 
systems should 
look like. Such 
plants offer excel- 
lent opportunities 
to the contractor 
who can “mer- 

chandise” 


ing the new furnace was to get a 


real heating job. 































n | Profit and No Profit on Subcontracting 
Y1A MATTER of ACCESSORIES 
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This view shows 
the excellent 
sheet metal fab- 
rication of the 
cold side of the 
system. Panel 
sheets are 
crimped, all el- 
bows and joints 
are wrapped and 
the best possible 
workmanship is 
used to fabricate 
the elbows. Note 
also the way the 
housing is 
smoothly cement- 
ed to the floor. 


Vv 
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“The first furnace had been a 
pipeless which didn’t heat worth a 
nickel. The second was a gravity, 
coal burner which was big enough, 
but the contractor had misfired on 
some of his sizes and also placed 
the furnace over toward one wall 
which made it almost impossible to 
balance the leaders. Here's a sketch 
ot how the first two look on my 
plan for the new one.” 

And 


heating plan the locations of the 
Ss 


Arthur blocked in on his 


first two. They are reproduced. 

“I told Mr. Dyche that while he 
was buying a new furnace he ought 
to consider air conditioning. Above 
all he certainly should consider a 
forced air system since air circula- 
tion brought a long list of benefits. 
H1e asked what these were and I 
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briefly told him about air move- 
ment, summer cooling, uniformity 
of heat between ceiling and floor, 
air cleaning and all the rest. 

“Well, sir, right then Mr. Dyche 
became interested and began to ask 
questions. It was only a few min- 
utes until Mr. Dyche was sorry that 
he hadn’t considered a fan. That 
was my cue to explain that so long 
as he was going to change his plant, 
anyway, I would be glad to give 
him all the dope on a forced air 
system. 

“He pulled up two chairs and 
said, ‘Let’s sit down and talk this 
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present location to a spot alongside 
that immense flue base where it is 
always dark and space is not so 
valuable as at the windows. 

“Then I’d make this a forced 
air system by placing a propellor 
fan in the return air and connect 
the fan to a bonnet thermostat so 
that it goes on and off at the control 
of the temperature of the furnace. 
Whether the draft is open or closed 
will be controlled by a thermostat 
placed in your living room and set 
at 68, 70, 72 or any other degree 
you want. Even if you want a spurt 
of heat all you have to do is move 
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fying system in a steam heated 
building at 47th and_ Broad- 
way before that large furniture 
company would rent the building? 
Yes, sir, humidity is very necessary. 

“Mrs. Dyche, who had been our 
shadow, was asked if she would 
like to have that 36x42-inch cast 
iron pipeless furnace register taken 
out of her nice living room floor, 
and located at the foot of the stair 
(shown on first floor plan.) To 
quote Mrs. Dyche, ‘She would give 
most anything.’ The usual explana- 
tion followed, on how that could be 
solved. 





oe 


This is Arthur’s 
layout of the base- 
ment. The dotted 
rings show the lo- 
cation of the pipe- 
less and the grav- 
ity furnaces. No- 
tice that the pres- 
ent furnace occu- 
pies the least de- 
sirable space in the 
basement. Round ; 
pipe leaders were 
used, some of them 
being old ones re- 
wrapped 
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thing out, you interest me,’ but I 
suggested that instead of sitting he 
take me all through his house and 
tell me just what his present system 
produced in each room. We passed 
from one room to another. In this 
room the area near the windows 
was cold; this room was almost im- 
possible to heat; here it never heats 
up until after ten o’clock in the 
morning; and so on through the 
house. 

“My story then went like this--— 
I'd like to figure on giving you, Mr. 
Dyche, a heating plant that you will 
be proud of and which heats every 
room in your house just as you 
want it. First off I’d move the fur- 
nace some 13 feet northwest of the 


a little lever on the thermostat. 
“In order to operate the fan dur- 
ing the summer we can put a snap 
switch at the head of the basement 
stairs so the fan can be turned on 
and off as you wish. Of course you 
want clean air and the cleaning can 
be taken care of positively by put- 
ting three filters in the fan housing. 
“To preserve your expensive 
furniture, and to make it possible 
for Mrs. Dyche to have lots of nice 
flowers in the home, I would in- 
stall a real, automatic humidifier 
that will evaporate %4 gallon of 
water every hour, with no atten- 
tion. Oh, yes, Mr. Dyche, didn’t 
you know that the J. C. Nichols 
Co. had to install a special humidi- 


“At the top of the stairs there 
was a door which remains closed all 
the time. This stops the flow of re- 
turn air down the stairs, so I ex- 
plained that we could run a 10x30- 
inch duct down the corner of the 
flue, to convey the second floor re- 
turn air to the furnace, and, as the 
duct passed through the first floor 
hall, we would place a 10x30-inch 
grille in front of it, joining the two 
into one 22-inch pipe that would 
continue on to filter and fan hous- 
ing. 

“Another long and narrow 12x 
30-inch steel, oak grained return 
air face could be located against the 
west wall of the living room be- 
tween the main front door and the 
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under the win- 
7 dow and a base- 
4 board register 
now heat the 
room much bet- 


large pipeless 
hn) | 1 " grille was taken 















ter. As now ar- 
ranged, the regis- 






































front French doors, while the re- 
mainder of the necessary return air 
could be taken through a like grille 
at the bay window of the south din- 
ing room wall. 


“Mrs. Dyche was very willing to 
have the four small grilles in out- 
of-sight places in order that the one 
large one should go. And a hint to 
the wise—Mr. Dyche agreed to 
have his own carpenter remove the 
grille and replace the flooring. . 

“To have plenty of heat in the 
two long runs to the east, I recom- 
mended 12-inch warm air pipe, 
saved by moving location of the 
furnace, from the canopy half the 
distance, then taper to 10-inch, and 
run on to the box and stack, respec- 
tively, where they will again be 
tapered to their present 9-inch size. 

“To continue the story, it was 
agreed that I should return the fol- 
lowing day with the salesman and 
submit a price on this modern sys- 





ters are located 
3 out of the way of 
and Floor ! & furniture, doors, 
a \ | , etc., and are as 
ie ol+¢'-|3 arp small and incon- 
bs EN +f M. spicuous as any- 
_— “ pnd one could wish 
| sais 
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——o x 
DRIVE> WAY- - 
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GARAGE - 


tem including recovering all the 
warm air pipes with clean asbestos 
paper, and cleaning the inside of all 
pipes and stacks. 

“The original contract called for 
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one No. 32 Pennsylvania gas fur- 
nace, complete for $290.00. When 
I left Mr. Dyche the following day, 
I had a new contract for $728.00. 
Mr. Dyche has his gas furnace 
moved 13 feet, three return air 
ducts, and four grilles, all clean 
pipes, recovered and white, an auto- 
matic furnace fan, air filters, hu- 
midifier, furnacestat and thermo- 
stat, and last, but not least, he is 
very much pleased with his end of 
the contract. 


“I don’t look on this selling ex- 
perience as out of the ordinary. 
Mr. Dyche probably hadn’t given a 
thought to buying better than $7 
worth of new heating equipment. 
As a matter of fact, I don’t suppose 
he would have even considered such 
a proposition except that he was 
led to sell himself. What I did 
mostly was to point out for what 
little expense these advantages 
could be had and he wanted them 
enough to convince himself that 
they were really necessary. 


“The accessories he bought 
changed his new heating plant from 
just another furnace to a modern 
system giving those vital advantages 
home owners are interested in. If 
other contractors will try this plan 
of selling it won’t be long before 
we have the public air condition 
minded.” 
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This second floor plan shows that all the old degisters were used, but that one 
direct cold air was taken out of the hall 
























REPAIR 


PARTS 
ORDER 
SHIPMENT 
FREIGHT BILL 
CHECK 
SAVING 
TIME 
WORRY 
EXPENSE 


A. G. BRAUER 
SUPPLY CO. 


314-18 North Third Street 
St. Louis, Mo. 
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Be a “RYBOLT” 
Dealer in 1932 


And Get More Furnace Sales! 


YBOLT’S one piece radiator with 
smoke and clean out collars cast 
on a single seamless casting, marks an- 
other great achievement in the Rybolt 
Furnace construction. This new one 
piece radiator enables you to give pros- 
pects more for their money, and gives 
you another talking point. 


Quality identifies the Rybolt Furnace 
because of its advance features and 
attractive price that people can afford 
to pay. The new Rybolt will lead for 
1932 as usual. 


Write for our interesting 
proposition for next year. 


The RYBOLT HEATER Company 


Ashland, Ohio 


Cincinnati Indianapolis 























YBOLT 


FURNACES 
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Low Down 
Construction 
5144” Over All 
24” Firepot 


ALIVE 


to the Times 


EOPLE turn a lot of magazine pages these 

days, before they build or remodel their 
homes. They pick up ideas of comfort on all 
sides. 


Andes System Furnaces give a dealer an 
answer for every advantage asked. 


Here is service for twelve months out of 
every year.* It is common sense, alive to the 
times, and highly saleable. Ask yourself these 
questions: 


1.Is air of April moistness a sales fac- 
tor? Yes! 

2.Is ozone—the atmosphere of the 
mountains and the sea—in demand? 
Yes! 

3. Is a quick heating furnace a necessity? 
It is! 

4.Do people know about summer air 
cooling systems? They do! 


Without fuss or feathers, Andes System Fur- 
naces give all of these advantages. That’s why 
they are more than mere heating plants—they 
are systems. Learn more about these gas and 
dust’ proof plants that burn any fuel, please 
the most particular. 


Andes Range and Furnace Corp. 
Established 1865 
Geneva, N. Y. 





SYSTEM 


FURNACES 
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Warms in Winter—Cools in Summer 
er 


BLOWERS AIR WASHERS 
£6 aia 


Low Priced Efficient 


COMPLETE 
AIR CONDITIONING 
IN A SINGLE UNIT 



































HearraAr 


J 
(ONDITIONER 








A product combining into 
one compact unit, air 
washer, blower and humidi- 
fier. In summer it cools and 
in winter it circulates pure, 
humidified, washed air 
throughout the house. It 
equalizes heat within three 
degrees between ceiling and 
floor. 


GET OUR PROPOSITION 
HWEALTH-AIR SYSTEMS 


1105 North Main St. Ann Arbor. Mich. 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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ASTE 


HEAT REGULATOR 
Type 22 






Complete 
your line 


with this reliable regulator 


—and get the substantial profits that go 
with the sale of this equipment. Steadily 
more and more people want the conven- 
ience and economy of automatic heat 
regulation—and naturally look to you 
for it. 


The Master is full electric—operates in- 
stantly when heat changes one degree or 
less as set. A precision instrument of 
strong, simple construction—gives years 
of accurate service. 


Type 22 


All models have full electric mo- 
tors. Plain and 8-Day Jewelled 
Clock Control. 


Type 44 


Gradual Operation of dampers or 
valves, a step at a time, exactly 
as needed. Gives the utmost uni- 
formity of control. Plain and 
Clock models. 





Get all the facts. Write us to- 
day for full information, 
prices and discounts to dealers 





Master Motor 


White Mfg. Co. 


2362 University Ave. St. Paul, Minn. 





December 21, 1931 











FULL ELECTRIC—= 





















































Cover the Pipes with 


STANOCEL 
ASBESTOS PAPER 
and Make That Extra Profit 


OU can greatly improve the ap- 

pearance and increase the efficiency 
of your warm air furnace installations 
by covering the pipes 
and casing with Corru- 
gated Asbestos Paper— 
a flexible insulation ma- 
terial especially suited 
for wrapping furnace 
pipes. 








Asbestos Paper 
8-10-12-14-16-32 Ibs. per 
100 square feet. 
18” and 36” wide—50 
or 100 Ib. Rolls. 





Standard Corrugated Asbestos 


Paper 
A Contote, aaeiption %, 1/6 
agisonae or % inch thick. Especially 
%-%-%4" thick in sheets adapted for wrapping furnace 
42x48 pipes. 


Asbestos Mill Board 


Nias 


aig 
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ASBESTOS PAP Standard Asbestos 

ce CG 5808 Euclid Ave. 
Cleveland, O. 





Standard Asbestos 
mig, Co. (Tilinois) 
833 Pine St. 
is 
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SIMPLEX=-an Automatic Humidifier 
that is truly AUTOMATIC 


‘The rate of Evaporation controls the Volume of Water to the pan” 








ITH the Simplex Automatic Humidifier the word 

automatic does not mean merely an automatic 
means of keeping the evaporating pan filled. The 
Simplex is truly automatic in that the rate of evapora- 
tion controls the volume of water which is fed into 
the pan. 

This humidifier has no float. It is the original drip 
and sight feed. Placed on the market only four years 
ago it is now stocked by leading jobbers and profit- 
ably sold by dealers all over the country. 





It can be installed in an hour in any make of warm 
air furnace. Made of copper and brass, it will outlast 
any furnace in which it is installed. 


Used as standard equipment on well known fur- 
naces. Make them standard equipment on your in- 
stallations. 


as oO 


Write for details of our unusually attractive offer to 
dealers, jobbers or manufacturers 


SALLADA MANUFACTURING COMPANY 
720 South 4th Street 1 y) 4 


MMMMO cM iit 


Minneapolis, Minnesota 






PERFORATED METALS 


for Every Requirement in 


Steel, Brass, Bronze, Copper, Zinc, Tin- 
plate, Monel, Lead, Stainless Iron, etc. 


Perforated to Your Order - 


Round Holes from .020” to 7”—Oblong and Slot Holes from .008” to 3” wide 
Ornamental Patterns—Square Holes of Standard Sizes 
for 


Grain Separating and Grading, Ore Sizing and Screening, Coal Screening and Washing, Pulp 
and Paper Mills, Sugar Refining, Grilles and Ventilators, Machine and Belt Guards, Irriga- 
tion Wells, Drying Floors, Or any other Purpose 


OUR ENTIRE PLANT IS DEVOTED TO PERFORATING 


€ 
‘ 


RARALLER EL aI 


(Sa. SRILA, eel 


en cae pels Cae! 


THE TARRINGTONGKING PERFORATING (0. 


5649 FILLMORE ST., CHICAGO, ILL., U. S. A. 





NEW YORK OFFICE, 114 LIBERTY ST. 
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THE PLACE FOR BOILER PLATE STEEL FURNACES 


THe ARMSTRONG FURNACE COMPANY 
COLUMBUS, OHIO 


NOTE— 


Let us add your name and address to our mailing 
list. Just send us your letter head, business card 
or better yet write your name across this ad and 


mail to us. 


We believe in team work, in having a fine spirit of 
cooperation and in that old-fashioned common- 


It Is Riveted ‘4 sense idea that you are in business to make a 


profit. 








Have Your Trunk Ducts and 


Branches Designed by Overton for 
4AOe Per Warm Air Grille! 


Dealers can save from $50.00 to $100.00 on each job in material and labor alone, 
through using scientifically designed trunk lines and branches. The time saved in 
an attempt to balance a poorly designed system will more than pay for the cost of 
my engineering service. 


NOTE THESE PRICES! 














RESIDENCES 
Un to and incliding 5 TOQmie ... c<ci cc bce. cee $1.10 per room SPECIAL NOTE 
Ce ,ititi(“‘(“‘étR CR $1.00 per room Where heating systems include 
eee oo |, a cancer emma $0.85 per room filters, washers, temperature con- 
ee, A eee ane $0.80 per room trol as EXTRA EQUIPMENT 
OO a te $0.75 per room ono 20 per cent to listed 
Wh filters, washers, tem- 
Upt d includi 50.000 nestor t $0.12 1.000 ft perature coum are A -PART 
p to and including , cu. It. gross content............ .i2 per I, cu. It. OF THE HEATER AND ARE 
Rr Oe BR. I I iicicesitreroinindacectnineed aaa $0.10 per cu. ft. UNDER ONE CASING—listed 
SCHOOLS ag 
F 1 kin la 
20,000 to 50,000 CU. fteecccccsccccccessocccccssessnssecesssecsseeseessnnsseenee $0.30 per 1,000 cuft. | detailing all trunk lines in’ ¥%- 
I EI I RN. Re asia scssscncicsedsesccsiscckensetseusssveescanesnces a $0.25 per 1,000 cu. ft. inch scale and i 
je pees rgd ag he ERNE: 90,20 per 1,000 cu. ft. | Sf Sbows omcie, Denadim, mr 
FL Te $0.15 per 1,000 cu. ft. add 50 per cent to list prices. 
Add $0.01 foot of 
FACTORIES, GARAGES direct pv By or , comhbantion 
NE I acca nensesnieseiveniisenengtoncchicocll $0.12 per 1,000 cu. ft. gross content systems. 
Unit heater systems rere ee $0.10 per 1,000 cu. ft. gross content : 








PLATTE OVERTON “:::..' 2100 City Hall Square Bldg., Chicago 
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When stretcher leveled, “Superior Galvannealed” has a truly wonderful surface for 
decorative purposes, a surface that takes and holds paint, lacquer or enamel without 
special treatment. 


If your work requires such a finish, you can use “Superior Galvannealed” as profit- 
ably as the Sign Craft or the Bus and Coach Builders. 




















DISTINCTIVELY 
DIFFERENT 


5 


VICTOR FURNACES 


The NIAGARA De Luxe 














Easy to 
Sell! 


The Niagara DeLuxe sells 
without argument because 
it is made RIGHT! Quick 
heat—easily controlled; 
economy; absolute reliabil- 
ity; handsome modern ap- 
pearance—simple, trouble- 
proof assembly—and 
REPUTATION! 


WITH 


S ININGANSE VEENIVINTY | 
| 
} 





7 y ¥ 
HEAT naoiatrinc FINS 


PUT YOU IN A CLASS BY YOURSELF 





Write for folder No. 101 


Complete Air Conditioning 
when desired The Forest City Foundries 
5 Company 


2500 West 27th Street 
Cleveland, Ohio 





HALL-NEAL FURNACE CO. 


1322-52 North Capitol Avenue LY 
Indianapolis, Indiana H 


For Over 40 Years Manufacturers of | WARM AIR 


FURNACES 


Mention AMERICAN ARTISAN in your reply—Thank you! 


Quality Steel Furnaces 
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A Heat Hustler Fan Forces Air Through a Single Warm Air Pipe 


Heats garages, sun porches and other rooms that will not heat by gravity. 
Mounts directly in the warm air pipe. Draws heat from the furnace and 
forces it into the hard-to-heat room. Quick heat for a bathroom. 


Four reasons why you should use the American Heat Hustler: 


1. 
2. 


3. 
4. 


It uses a positive pressure, rotary type fan. 


Motor is outside the warm air flow, adding greatly to life of 
motor and leaving as much space for gravity air flow as before 


the Heat Hustler was installed. 


It is quiet. 
Furnished for either automatic or manual control. 


Price list, with descriptive literature showing different models, sizes, etc., will 
be sent you by return mail upon receipt of your request. 


THIS AD IN NOW! 


AMFRICAN FOUNDRY & FURNACE COMPANY 


Bloomington, 


World’s largest manufacturers 
of blower furnace systems 


CLIP AND SEND 


Illinois 













































CAPACITY— 


18 gauge and lighter— 


13%4” radius. 
CUTTERS— 


2” x 14%4,”—high grade 
tool steel. Slightly 
knurled to feed mate- 


rial. 


One bolt. 
furnished 


SIZE AND MATERIAL 
Height 19%”; 
cast steel; base cast 
iron; gears steel and 
Shipping 


cast iron. 
weight 45 lbs. 


No. 18 
SPECIFICATIONS 


ADJUSTMENT— 
Instructions 
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SHEARS 











SHEARS 


that Cut— 


Labor Costs, too 


Getting the work done right— 
in the quickest possible time 
means more profits to you. 
That’s why thousands of up- 
to-date shops use Marshall- 
town Shears—they cut and 
cut labor costs too. 
one in your shop! It will pay 
for itself in a few months. 


No matter what your cutting 
job may be—the answer 
Marshalltown Shears—a com- 
plete line for every use. 


Send for the catalog for complete 


details and prices 


“Shears for Every Job”’ 


Install 


is 








MARSHALLTOWN 


MARSHALLTOWN MFG. CO. "iowa 





VENTILATION 
-DIRECT CONNECTED- 


AN VENTILATO 








IRON RING 
LEAD WASHER STELL BRACE 
WICK-PACKED OIL RESERVOIR 
DEADENER 


INSPECTION DOOR 


A Unit for greater efficiency. 
Combining gravity, ventilator and fan acti 
Eliminating wind and weather hazard. 


Backed by a complete engineering service 


PAUL R. JORDAN & CO. 
630 South Delaware St. Indianapolis, Ind. 
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For m= Automatic Drip Humidifier 
2 a A Standard Article, Time Proved and Most 
Pe idity Efficient on the Market 


Makes any warm air furnace a better heating 
plant, whether coal, oil, or gas is used for fuel. 


SELL CONDITIONED AIR as delivered by this humidifier, and do a better business. 
The Better Jobs Pay the Most Profit and Make More Friends 


Write us for prices 


AUTOMATIC HUMIDIFIER COMPANY, Cedar Falls, lowa 


atched | BLOWERS | 
Units 


EXPERTS in every 
line of endeavor 
and profession are 
now demanding 
Matched units and 
tools. 

We offer the Warm 
Air Heating Indus- 
try matched units 
—A_ Twin Blower 
and Twin Washer— 
which operate joint- 
ly under the most 
stringent require- 
ments. 

The Washer is 
mounted above the 
Blower. In this way 
no additional space 
is required. 


































Everlasting 


“FLASH 


Thermostatic, All Electric! 
Controlled 


econ emer » FAEAT REGULATOR 


of beautiful walnut, 
moulded Bakelite 


Dealers Priee THLE ET I 
Only $16.50 =w | “= | ~~ 
Complete! Ge’ | SS 


The Flash All Electric Heat 
Regulator provides comfort 
—convenience and freedom 
from heating worries—saves 
fuel and pays for itself. 
Can easily be installed in 
any hot air furnace. Here’s 
your chance to make some 
extra profit next year. Or- 
der one today and see for 
yourself. This durable, 
common sense _ regulator 
sold at . pow insure a 
nice profit. equipment : ’ °7. 
furnished with complete in- N = chains or pulleys! N o oil 
structions for you. ing or attention required 


THE MODERN HEAT REGULATOR CO. 


Manufacturers of .the Flash, Modern and Sentinel Heat Regulators 
Cleveland, Ohio 
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Progressive dealers 
everywhere are find- 
ing Brundage “Air 
Conditioning” « units 
profitable to install. 




















It will pay you to * 

investigate \A/ A . 
Manufacturers, too, 
will find it possible 
to engineer Brun- 
dage Units into 
their plans for Air 

Conditioning. 




















The Brundage Company 


Kalamazoo, Mich. 


















LONG LIFE AIR CLEANER and CONDITIONER 


* A new and silent blower and filter unit. Comes assembled 

ae ready to install: Only unit completely assembled at factory 
on its own foundation. Total weight only 75 pounds. Capaci- 
ties up to 1800 c.f.m. at %4” S.P. Adaptable to warm air, 
steam, vapor, or hot water air conditioning system. Comes at- 
MoTOR tractively painted. Filter dry type in sliding drawer. S. K. F. 
ball bearings on fan and motor. Requires attention but once 
per year. Tested and approved at our factory by Platte 
Overton. Write today for information regarding agency, 












DiscHars prices, terms, and window display. A business getter at a 
gone Piece price less than blowers and filters in separate units. 
_ 7 REINFORCED 
CONCRETE BASE THE GENERAL AIR CONDITIONING COMPANY, INC. 














2755 West 31st Street Chicago, Mlinois 
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« & 
= ASBESTOZ PAPER PRODUCT o 
‘oe GRANT WILSON, INC. 5 
” MADE ESPECIALLY FOR THE 4101 West Taylor Street a 

Pa ” e e 4 
= WARM AIR FRADE Chtease, tate lp 
“SERRE ERR EREBPR EERE SE EE EE se ee an" “ss en ee 
ot a hw a oo Vo oo et This Unit Make Year 
= _A TOUCH OF REF —_— Around Sales for 
2 se he Wood Registers === You! 
|} ee ee frome fom moe 1 A- C 

i Se Thermo- = Za) Write 
OR that touch of refinement | zit statically q for full 
install AMERICAN WOOD ¥§ | controlled information 
REGISTERS. The wood register } ie A 4 d 
with a glowing history of over ws utomatic and name 
twenty-one years. Extra value with- (a HEAT 46) of nearest 
out extra cost. = ih jobber 
Write for catalog and price list | BOOSTER i 

| state za || EASY TO INSTALL ll 
__. eS Oe ee OT RY am ew eo Ne eos a es EASY TO SELL 
= —'" | ee A-C MANUFACTURING CO. 
pee evenness nnenenenannensenenteenennen Casts ane la one 417 Sherman Avenue Pontiac, Illinois 














STOVE 
DOOR 
KNOBS 


SOOT! 


The Greatest of Heating Troubles 
<a> “Only Original Soot Destroyer” 

































































+} iis not an experiment. On the onrd 
SOOT? | market 20 years. Removes Nickeled, 
soot, improves draft, keeps Maho 
DESTROYE homes cleaner, saves fuel. heen 
Wee | Prepared for stoves, furnaces 
ey and industrial boilers. _ 
aw LIVE AGENTS WANTED We Have a Great Variety of Shapes and Sizes 
[emaw sav emoouers © 4 Saginaw Salt Products Co. Write Dept. F for Samples and Prices 
——— Saginaw, Mich. THE FANNER MFG. CO. B820KSIRE FARK, 
HOWES YANKEE HOT-AIR DAMPER Sell VERNOIS Products 
IT’s ; The most and help increase 
STRONG economical : - 1932 sales 
because it’s 
better and PE Dyess _ 





complete 








Vernois Furnace | \ 
Write today for Vernois 






Vernois 











IT’s , Mfd. by Yermots_ | to ven 
in = The S. M. HOWES CO. eulater catalog as Range 
PROOF ma "iat MT. VERNON FURNACE & MANUFACTURING CO. 
Boston, Massach MT. VERNON, ILL. 

















THE VIKING SHEAR 


Compound lever handle—removable blades. Upper blade away 
from mechanic enabling easy following of work—exclusive 
Viking feature. 

Sold Under a Guarantee—Send for Particulars 


VIKING SHEAR COMPANY, Erie, Pennsylvania 


Say you saw it in AMERICAN ARTISAN—Thank you! 
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oti Pliable, 
-_ TASTING 


YOUR NEXT 














JOB WAMPUM 
WITH LASTIK §=4@@7_ FURNACE 
CEMENT 
LASTIK PRODUCTS COMPANY, Inc. 
OLIVER BLDG. PITTSBURGH, PA. 





CLARM 


6 cell 


HUMID-A-STATS -:- WATERSTATS 
“They Do the Trick” 


The unique design is the Secret Cold Valve op- 
eration inside a Water-Sealed Air Chamber. Let 
us tell you more. 


CLARM MECHANICAL DEVICES COMPANY 



























410-12 South Elizabeth St. Lima, Ohio 
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“American Seal” 
FURNACE CEMENT 


Roof Cement—Stove Putty 
Plumbers Putty 


PAINTS AND SPECIALTIES 
WILLIAM CONNORS PAINT MFG. CO. 


Established 1852 
TROY NEW YORK 


JAMES L. PERKINS, Western Distributor 
140 South Dearborn Street, Chicago, Illinois 
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The “Torrid” Furnace 
is designed to give a 
= tremendous amount of 
f oder epee heat, much more than 
1 feats ' that furnished by the 
; ordinary tinner’s fur- 
nace, 













A fuel saver and gen- 
erating machine of the 
finest quality made at 











the price. 
GEO. W. DIENER MFG. CO. 
404 North Monticello Ave. Chicago 






)) Clectric fan B i 


FULLY ELECTRIC 
MOTOR-DRIVEN 


Limit Controls 
# 


Available 
TRADE PRICE Consumer Price 
$24.50 ae 
, Plus Installation 
Producttof TIME-O-STAT CONTROLS 
Division of Minneapolis-Honeywell Regulator Company 
ELKHART, IND. and MINNEAPOLIS, MINN 



























Demand 
“Champion Miters 
~" — Fittings 


from your 
Jobber 4 


Braden 


MANUFACTURING 
COMPANY 


TERRE HAUTE 
INDIANA 
























The only punch on the market offering all of these advantages. 
Drop Forged—Parts Heat Treated—Punches and Dies Inter- 
changeable with Our No. 4 Punch 










Powor— Ye Inch through 16 Salance—Natural oe | Handles 
Gau Weight i 
Deep ‘Throat—2 Inches. Length—-8 % Inehes. 












W. A. WHITNEY MFG. COMPANY 


636 RACE STREET, ROCKFORD, ILL. 















CHICAGO 





Box and Pan Brake Power Squaring Shear 
STEEL BRAKES—PRESSES—SHEARS 


DREIS & KRUMP MFG. CO. 


7404 LOOMIS BLVD. CHICAGO 















Mention AMERICAN ARTISAN in your reply—Thank you! 
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Air Cleaners 
American Air Filter Co., Inc. 
Louisville, Ky. 
American Fdy. & ae Co., 
mington, Ill. 
General Air a. Co, Inc., 


icago, Ill. 
Kleenaire Filter Co. 


Stevens Point, Wis. 
Lakeside Co., Hermansville, Mich. 
Meyer & Bro., F., Peoria, Ill. 


Air Washers 
American Machine Products Co., 
Mars halltown, Iowa 


ty Mich. 
Tacoma, Wash. 
flealth Air Systems, Ann Arbor, Mich. 
Hess Warming & Vent. Co., Chicago, Il, 
Lakeside Co. Hermansville, Mich. 
Menominee Air Washer Co., 
Menominee, Mich. 
Premier Warm Air Furnace Co., 
Dowagiac, Mich. 


Sate Co., 
Gehri & Co., 


Asbestos—Liquid 
Technical Products Co., Pittsburgh, Pa. 
Asbestos Covering and Paper 

Standard Asbestos Co. of Chicago, 
Chicago, Ill. 
Wilson, Grant, Inc., Chicago, Ill. 
Ash Sifter 


Diener Mfg. Co., G. W., Chicago, Il. 


Blast Gates 


Berger Bros. Co., Philadelphia, Pa. 


Blowers 
American Fdy. & 
American Machine 
Brundage Co., 
A. Co., 
General Air Conditioner 


Health-Air Systems, Ann 
Hess Warming & Vent. (o., 
Henry Furnace & Fdy. « 

Cleveland, Ohio 


Lakeside Co. Hermansville, Mich. 
Menominee Air Washer Co. . 
Menominee, Mich. 
Air Furnace Co., 
Dowagiac, Mich. 






Premier Warm 


Brakes—Bending 
Dreis & Krump Mfg. Co., Chicago, Il. 
Interstate Machinery Co., Chicago, Iil. 
Brakes—Cornice 
Dreis & Krump Mfg. Co., Chicago, Ml. 


Brass and Copper 
American Brass Co., Waterbury, Conn. 
Revere Copper and Brass Inc., 

Rome, N. Y. 
Cans—Garbage 
Diener Mfg. Co.. G. W.. Chicago, Ill. 
J. M. & L. A. Osborn Co. 
_ Cleveland, Ohio 
Castings—Malleable 


Fanner Mfg. Co. Cleveland, Ohio 


Ceilings—Metal 


Globe Iron Roofing on, Re bse 
Mileor Stee! Co. ™ 


Mil., Canton, Chgo., LaCrosse, K. C. 


Cement—Furnace 
Connors Paint Mfg. Co., Wm. ey 
Troy, e 
astik Products Corp., Pittsburgh, * 
ificor he ~~ Co. a - x 
nton, . LaCrosse, C. 
Techical Products Co., Pittsburgh, Pa. 
Cement—Roofing 
Connors Paint Mfg. Co., Wm., x 
Lastik Products Corp., Pittsburgh, Pa. 
Chain—Furnace 
Hart & Cooley Mfg. Co., Chicago, III. 


Chaplets 
Fanner Mfg. Co., Cleveland, Ohio 


Cleaners—Furnace Vacuum 


Chicago, Ill, 
Brillion Furnace Co., Brillion, Wis. 

Densmore & Quinlan Co., 
ienethe. Wis. 

Grand Rapids Furnace Cleaner Co. 

Grand Rapids, Mich. 

J. M. & L. A. Osborn Co., 
Cleveland, Ohio 


Breuer Elec. Mfg. Co., 


Conductor Elbows and Shoes 
Barnes Metal Products Co. "on 
Geist Be 
Berger Bros. Co., ae 
Globe Iron Roofing & Corruga 
Ci omg Onis 
Miler Steel Co. 


Canton, Chgo., LaCrosse, K. C. 


Conductor Fittings 
Barnes Metal Products Co., 
Berger Bros. Co., postagepat Pa Pe: 
Braden Mfg. 


Co. Terre 
Globe Iron Roofing & poe 7 
Cincinnati, Ohio 


David Levow, New York, N. Y 
Milcor Steel Co., 
Canton, Chgo., LaCrosse, K. © 


Mil., 
Rival Strap Corp., New York, N. 


Conductor Pipe 
Barnes Metal Products Co., 
"Chicago, I). 
Philadelphia, Pa. 
Globe Iron Roofing & ting Co., 
Gt incinnati. Ohio 
ieee Steel Co., 
,» Canton, Chgo., LaCrosse, K. C. 


rger Bros. Co., 


Copper 


American Brass Co., Waterbury, Conn. 
Revere Copper & & Brass Inc., 
Rome, N. Y. 


Cornices 


Globe Iron Roofing & Corrugating Co 
Cincinnati, Ohio 
ee Steel Co. 


, Canton, *Chgo., LaCrosse, K. CU. 


Crimping Machines 


Bertsch & Co., Cambridge City, 
e 


Yoder Co., Th Cleveland, Onto 


Cut-offs—Rain Water 


aioe Steel Co. 
, Canton, *Chgo.. LaCrosse, K. C. 


Dampers—Quadrants— 
Accessories 


Hart & Cooley Mtg. Co., Chicags’ HL 
Ha ‘ooley Mfg. Co., cago, 
Howes Co., S. M., Boston, Mass. 
aihosr Steel Co., 

-. Canton, *Chgo., LaCrosse, K. ¢. 
mt... Corp. be "New York, N. Y 
Young Ventilating Co., 

Cleveland, Ohio 


Dampproofings 
Lastik Products Corp., Pittsburgh, Pa. 


Diffusers—Air Duct 
Aeolus Dickinson, Chicago, Ill. 


Drive Screws—Hardened Metallic 
Parker-Kalon Corp., New York 


Eaves Trough 
Barnes Metal Products Co., 
cs aa ml. 
fanny Co., Philadelph 
Glo ron Roofing & Gosress ting’ Gor 


cinnati, Ohio 
Milcor Steel Co., 
Mil., Canton, Chgo., LaCrosse, K. C. 


Eaves Trough Hangers 
Philadelphia, Pa. 


Mil., Canton, Chgo., LaCrosse, K. C. 


Fans—Furnace 
A-C Mfg. Co., Pontiac, Il. 
American Fdy. & Furnace 


Bloomington. m1. 
A. Gehri & Co., Tacoma, Wash. 


Fans—Ventilating 


Emerson Elec. Mfg. Co., 
St. Louis, Mo. 


Filters—Furnace 
American Air Filter Co. ih Inc., 


Louisville, Ky. 
A. Gehri & Co. Tacoma, Wash. 
Independent Air Filter Co., 

Chicago, Ill. 


Kleenaire Filter Co., 
Stevens Point, Wis. 
Lakeside Co., Hermansville, Mich. 


Fluxes—Soldering 


Kester Solder Co. Chicago, Ill 
Ryerson & Son. ine, 3 os. T., 
hgo., N. a at Det., Cleve. 


Forming Rolis 


Bertsch & Co. Cambridge City, Ind. 
Interstate Machinery Co., Chicago, Ill. 


Furnaces for Gas or Oil 


Dail Steel Products Co., Lansing, Mich. 
Health-Air Systems, Ann Arbor, Mich. 


Furnaces—Gas 
American Fdy. & Furnace Co., 


American Furnace Co., 
Fox Furnace Co., Elyria, Ohio 
Henry Furnace & Foundry 


Co., 
Cleveland, Ohio 
Lennox Furnace Oo., 


Marshalltown, iome 
Meyer Furnace Co. Peoria, I 
Mueller Furnace Co., a 
Milwaukee, Wie. 
Payne Furnace and Supply Co., 

Beverly "Hills, Calif. 
Richardson & Boynton Co., New York 
Round Uak Furnace ke 

Dowagiac, Mich. 


Rudy Furnace Co., Dowagiac, Mich. 
Western Steel Products Co., 


Duluth, Minn. 
Wise Furnace Co., 


Akron, Ubio 
Furnaces—Gas Auxiliary 


Forest City Foundries Co., 
Cleveland, Uhio 


Furnaces—Oil Burning 


Motor Whee! Corp., Heater Div., 
Lansing, Mich. 


Furnaces—Warm Air 
(See Also Unit Air Conditioners) 


Acme Tin Plate & Bis Seer > Co., 
a, 


Agricola Furnace Co., Gadsden, A 
American Fdy. & Furnace Ce., 


Blo 
American Furnace Co., St. Louis, Mo. 
Andes Range & Furnace Corp., 

Geneva, N. g. 


oe Se ce Co., Colum 
Brilion rnace Co., Brillion, 
Steel Products 
Dashing Foundry & Machine _ 
Deshler, Ohio 
Dowagiac Steel Furnace Co., 
owagiac, Mich. 
Enterprise Boiler & Tank W: 


orks, 
Chicago, Il. 
Forest City Foundries 3. 


Ohio 
Fox Furnace Co., 


Elyria, Ohio 
General Heati: ° St. Paul, atte. 


Graff Furnace Co., Scranton, 
Hall- Neal Furnace Co. 


ae Ind. 
Health-Air Systems. Ann Ar Mich. 
Henry Furnace & Fay. 

Cleveland, Obio 


Hess Warming & Vent Co. 
‘Chicago, ™M. 
Langenberg Mfg. Co., St. Louis, Mo. 
Lennox Furnace . 
Marshalltown, Iowa 


Tiberty, Panty O. ! co, Louis, Mo 


rk, Ohio 
M Furnace Co., The. Peoria, Il. 
Midland Furnace Co. Cleveland, Ohio 


Motor Wheel Corp., Heater + 
. Mich. 
Mt. Vernon Furnace & Mfg. Co., 


Mt. Vernon, Ill. 
Mueller Furnace Co., L. J., 
Milwaukee, Wis. 


’ Indianapolis, Ind. 
Premier Warm Air Heater Oo. Mich 


Richardson & Boynton Co., 


New York City 


Round Oak Furnace Co., 


Dowagiac, Mich. 

pwnd yee o., wae Mich. 
wab Furnace Cota 

iS Wis. 


Thatchcer Furnace Co., “Hy bs n. a 
United States Pressed Steel Co., 
Kalamazoo, Mich. 
Weenune eee 
nneapolis, Minn. 


Furnaces—Warm 
(See Also Unit Air a 


Western Steel Products Co., 
Duluth, Minn. 
Williamson Heater Co., 


Cincinnati,, Ohio 
Wise Furnace Co., Akron, Ohio 


Gages—Draft 
Ellison Draft Gage Co., Chicago, Ill. 


Grilles 
Auer R r Co., 
Chicago Perforating 
Harrington & King m 
Hart & Cooley Mfg. Co., ‘ 
oe dent Regist & Mie Gn” - 

en er g. ee 

atin Cleveland. Ohio 


Rock Island Register OCo., 
_ Island, I. 
New York 


‘Greek. Mich. 


Guards—Machine and Belt 
Chicago Pestorgting x. * erating 63. i. 


Harrington & King P 
Handles—Boiler 
Berger Bros. Co., Philadelphia, Pa. 
Handles—Furnace Door 
Fanner Mfg. Co., Cleveland, UObio 
Handles—Soldering Iron 
Parker-Kalon Corp., New York, N. ¥. 


ag, 


ay Wheel Cor ~" te Sotrisioe 
r eater 
4 a Mich. 


Mt. Vernon Furnace & Mite. Co., 
Mt. Vernon, IU. 


P Furn: & Su 

ayne ace spel Oo Hints, 

Premier Warm Air Heater Co., 
Dowagiac, 





Ohio 
Th. 


Tuttle & Bailey Mfg. 
U. 8. Register Co Hite 


Wotennen-Wnteeteme Co., 
Minneapolis, Minn. 
Heaters—School Room 


Meyer Furnace Co., The, Peoria, Ill. 
Ww aterman- Waterbury Co. Co., 
Minneapolis, Minn. 
Western Steel Products Co., 
Duluth, Minn. 
Humidifiers 
Automatic Humidifier Co., 
Cedar Falls, Iowa 
Clarm Mechanical Devices C= 
Columbus Humidifier Co., 
ns un << Ohio 
ener g. G. -» Chicago, 
Hess Warming & Ven vent. . Chicago, Il 


Menominee A 
Eel Mich. 
Bro. Co., F. mm. 
sever 4 Mfg. Co., | Minneapolis, 


Humidifier Valves 
Apex Regulator Co., Marshalltown, Iowa 


Machinery—Culvert 
Bertsch & Co. Cogn City, Ind. 
Interstate Machinery Co., Chicago, Il. 

Machinery—Rebuilt 
Interstate Machinery Co., Chicago, Ml. 


Machines and Tools—Tinsmith’s 
Bertsch & Co., _ Cambridge City, Ind. 
Dreis K Mfg. Co., Chicago, Il. 
ieueeiehe Machinery Co., Chicago, Il. 
Marshalltown Mfg. Co. ie 


Niagara Mach. & Tool Wks., N.Y. 


Buffalo, 
J. M. & L. A. Osborn Co., 

Cleveland, Ohio 
Parker-Kalon Corp., New York, N. Y. 


ee 
—s Fe Rockford, 1! 
Yoder Co., The, Cleveland, Uhio 


Metal Lath—Expanded 
Milcor Steel Co., 
Mil., Canton, Chgo., LaCrosse, K. U. 
Miters 
Barnes Meta] Products Co., 
mM. 
Rerger Bros. Co., Philadeipnia. Pa. 
Rraden Mfg. ©o., Terre Haute, Ind 


Mileor Steel Ange 
Mil., Canton. Chgo., LaCrosse, K. C. 


(Continued on page 120) 





Say you saw it in AMERICAN ARTISAN—Thank you! 
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I 9 3 We WILL BE WARM AIR 
HEATING’S MOST 

PROGRESSIVE YEAR 

MR. DEALER—Will You Be Ready for It 


with a Progressive Line? 





































The Lansing 
Dailaire System 








is engineered to mod- 
ern standards of living 
—with washed air— 
humidified air— forced 
air—heated air and 
summer cooling. All in 
one unit. 


NOW is the time to 
fully acquaint 
yourself with this line 
and be prepared for 
what 1932 will bring 
forth in demand for 
complete air condition- 
ing in the home, church, 
factory, etc. 





WRITE NOW 
FOR COMPLETE 
AGENCY PLAN 


DAIL STEEL PRODUCTS COMPANY 
1050 Main Street Lansing, Michigan 











WEATHER 
MAKING 


Holds the Headlines of 


Public Interest 


Now is the time when the good 
men, the ambitious men, prepare 
to profit from this trend. In the 
Pioneer Weather King you will 
find the finished product—per- 
fected, trouble free, and offering 
14 sales points that hit home with 
the prospect. 


Write for literature 


THE MENOMINEE 
Air Washer Company 


Menominee Michigan 
Air Conditioning Machinery 








-KLEENAIRE 
FILTERS 


aim are especially designed for 
Flow use in warm air heating sys- 
tems. Air reversal principal 
of operation means high effi- 
ciency, with low resistance 
to air flow. 


Non-Matting. Rustproof. 
Can Be Used Dry 


Write for Details 


Kleenaire Filter Co. 


Stevens Point, Wis. 






Patent 
Pending 














Seen 


The 


Have 
You 














FURNACE 





A Pot 
and Grate for 


PART 
5 Every Make. 
Prompt and Complete 
Shipments 
DES MOINES STOVE REPAIR CO. 


Des Moines, Iowa 


























ae 


New ELLISON PORTABLE 
DRAFT GAGE 


This is the gage furnace men should use to determine 
the efficiency of the heating system. It shows precisely 
how much draft there is at any point tested. 

For over 35 years our instruments 


have contributed to new standards of 
furnace effectiveness. 





The New 35 Series Draft Gage 


The Portable has a chromium plated removable steel cover which 
serves as a carrying case. The cover is removable and serves as a 
self-enclosed case in which are carried all fittings except the tubing. 
Easily carried in coat pocket as the dimensions over the cover of 
the %” and 1” are 1%” x 24%” x 9HR” 


Let Us Tell You More About This New Gage. Write Today 


ELLISON DRAFT GAGE COMPANY 
214 West Kinzie Street Chicago, Illinois 








Mention AMERICAN ARTISAN 


in your reply—Thank you! 








AMERICAN 
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(Continued from page 118) 


Nails—Hardened Masonry 
Parker-Kalon Corp., New York, N. Y 


Paint 


Connors Paint Mfg. Co., Wm., 
ay; 2. 


Patterns—Boat 


Thompson Boat & Pattern Wks., 
Decorah, Iowa 


H. J. 


Perforated Metals 


Chicago Perforating Co., Chicago 
Harrington & King Perforating Co., 
Chicago, "Ti. 


Pipe and Fittings—Furnace 


Henry Furnace & Fdy. Co. 
Cleveland, Ohio 
Meyer & Bro., F., 


Peoria, Ill. 
anor Steel ('o., 
Mil.. ae. *Chgo.. TaCrosse, K. CU. 
J. M. & L. A. Osborn Co., 
Cleveland, Ohio 


Peerless Foundry Co., 
Indianapolis, Ind. 


Pokers—Furnace 


Fanner Mfg. pen s a: Ohio 
Independent . g. Co. 
? 7 - Cleveland, Ohio 


Pulleys—Furnace 
Hart & Cooley Mfg. Co., Chicago, Ill. 


Punches 


Bertsch & Co., Cambridge City, Ind. 
pes Machinery Co., Chicago, Tl. 
Niagara Mach. & Tool \V “ 

Buffalo, x. 


Parker-Kalon Corp., New York, 
Ryerson & Son, - Rg . a 
it. Lae Det., Cleve. 


A Whitney Mig. Co., Rockford, Ill. 


z. 


Punches—Combination Bench and 


Hand 
Ni Mach. & Tool Wks., 
pesenoasaa Buffalo, N. Y. 
Parker-Kalon Corp., New York, N. Y. 
Punches—Hand 
Niagara Mach. & Tool LN - x 
ag Kalon Corp., New York, N. 


. A. Whitney Mfg. Co., Rockford, i 


Putty-Stove 
Connors Paint Mfg. Co., ">. MY. 
Radiator Cabinets 
Hart & Cooley Mfg. Co., Chicago, Ill. 
Tuttle & Bailey Mfg. Co., New York 
Registers—Warm Air 


Auer Register Co., Cleveland, Ohio 
Forest City Foundries Co., 
Cleveland, Ohio 


Hart & Cooley Mfg. Co., Chicago, Ill. 
Henry Furnace & Fdy. Co., 
Cigrelen. Ohio 


Independent Register & M 
” pw Ohio 
Meyer & Bro., F., Peoria, Ill. 
a Steel Co. 

Canton, Chgo., LaCrosse, K. C. 
Rock ‘islend Register Co., 


Rock Island, Ill. 
Symonds Register Co., St. Louis, Mo. 
Tuttle & Bailey Mfg. on” New York 


United States Register C 
Battle ‘Creek, Mich. 
Waterloo Register Co., 
Waterloo, Ia.; L. A., Cal.; Seattle, V 


Registers—Wood 
American Wood Register Co., 


Plymouth, Ind. 
Auer Register Co., Cleveland, Uhio 
— Steel Co. 


, Canton, *Chgo.. LaCrosse, K. C. 


incon Furnace 
Hart & Cooley Mfg. Co., Chicago, Il. 
Lakeside Co., Hermansville, Mich. 
Minneapolis- Honer~ell Regulator Co. 

inneapolis, Minn. 
Modern Heat Regulator Co., 

Cleveland, Ohio 

Tuttle & Bailey Mfg. Co., New York 
White Mfg. Co., Minneapolis, Minn. 


Regulators—Automatic Heat 
Hart & Cooley Mfg. Co., 
ng Ml. 
Minneapolis-Honeywell Regulator 
Min —_— “finn, 
Modern Heat Regulator 


nd, Ohio 
Tuttle & Bailey Mf 
White Mfg. Co., Mi 


Sie 
Co., 
inneapo 


New York 
lis, Minn. 


Repairs—Stove and 
Brauer Supply Co., A. G., 


Des Moines Stove Repair 


Des Moines, Iowa 


Il. 
anapolis, Ind. 


Northwestern Stove Repai 


Peerless Fdry. Co., Indi 


Furnace 


St. Louis, Mo. 
Co., 


r Co., 
Chicago, 


Solder—Rosin Core 


Kester Solder Co., 


Ridging 


Globe Iron Roofing & Corrugating Co., 
Cincinnati, Ohio 


Canton, Chgo., LaCrosse, K. C. 


Milcor Steel Co. 
Mil., 


Chicago, Il. 


Rings—Furnace Casing 


Forest City Foundries Co., 


Cleveland, Ohio 


Roof Flashin 


Globe Iron Roofing & Corragating Co., 


Mihew by = Co., 


incinnati, Ohio 


, Canton, Chgo., LaCrosse, K. C. 


Roof Paints 
Connors Paint Mfg. Co. 


Wm 
Lastik Products Corp., Pittsburgh, Pa. 


Roofing—lIron and Steel 


Globe Iron Roofing & Corrugating Co., 


Cin 
Inland Steel Co., 
a Steel Co. 
Canton, Chgo., La 
me. Rolling Mill Co. ‘ 


Republic Steel Corp., 


cinnati, Ohio 
Chicago, Ill. 


oan, ©. 
The, 


Newport, Ky. 


Youngstown, Ohio 


Roofing—Tin and 
Milcor Steel Co. 


Terne 


Canton, Chgo.. LaCrosse, K. C. 


Mil., 
Republic Steel Corp. 


* Youngstown, Ohio 


Rubbish Burners 


Hart & Cooley Mfg. Co., 


School—Sheet Metal 
rafting 


St. Louis Technical Institute, 
St. Lo 


Schools—Warm Air 


St. Louis Technical i, 


Screws—Hardened Met 


Milcor Steel Co. 
Mil., 


Parker-Kalon Corp., 


200 Varick St., 


Chicago, Il. 


Pattern 


uis, Mo. 
Heating 
uis, Mo. 


allic Drive 


Canton, *Chgo., LaCrosse, K. CU. 


New York 


Screws—Hardened Self-Tapping, 


Sheet Metal 
Milcor Steel 


Co., 
Mil., Canton, Chgo., LaCooms, . eof 


Parker-Kalon Corp., 


New York 


Screens—Perforated Metal 


Chicago Perforating Co., 


Chicago, Ill. 


Harrington & King Perforating Co., 


Scuppers 
Aeolus Dickinson, 


Shears—Hand and 


Interstate Machinery Co., 
Marshalltown Mfg. Co. 
Marsha 


Niagara Mach. & Tool V 


icago, Ml. 


Chicago, Ml 


Power 
Chicago, Ill. 
lltown, Iowa 


Buifalo, ms 


Viking Shear Co., 
Yoder Co., The, 


Cleveland” ‘onic 


Sheet Metal Screws—Hardened, 


Self-Tapping 
Parker-Kalon Corp., 


New York 


Sheets—Alloy 


Inland Steel Co. Chicago, I). 
International Nickel Co. ’ 


New York, N. Y 
Milcor Steel Co. 

Mil., Canton, Chgo., LaCrosse, K. C. 
Newport Rolling. silt Co. .» Newport, Ky. 
Republic Steel C 

* Youngstown, Ohio 


Sheets—Aluminum 


& L. A. Osborn Co., 
Cleveland, 


J. M. 
Ohio 


Sheets—Black and Galvanized 
American Rolling Mill Co., 
Middletown, Ohio 
Granite City Steel Co., -_ 


Granite City, 
Inland Steel Co., Chicago, 
Milcor Steel Co. 


Mil., Can ton, "Che LaCrosse, K. C. 
Newport Rolling Mill Co., Newport, Ky. 
J. M. & Ll. A. Osborn Co., 


Cleveland, Ohio 
Republic Steel Corp., Youngstown, Ohio 


Sheets—Copper 
American Brass Co., Waterbury, Conn. 


Revere Copper & Brass _, 
Rome, N. Y. 


Sheets—lIron 
American Rolling Mill Co 
Middletown, Ohio 
Granite City Steel Co., 
Granite City, Il. 
Milcor Steel Co. 

Mil., Canton, Chgo., LaCrosse, K. C. 
Newport Rolling Mill Co. » Newport, Ky. 
J. M. & I. A. Osborn Co., 

Cleveland, Ohio 
Republic Steel Corp., Youngstown, Ohio 


Sheets—Copper Bearing Steel 
Granite City Steel Co., 


Granite City, Tl. 

Inland Steel Co., Chicago, I1l. 
Milcor Steel Co. 

Mil., Can ton, Chgo., LaCrosse, K. U. 


Newport Rolling Mill Co., Newport, Ky 


J. M. & L. A. Osborn 
Cleveland, Ohio 
Republic Steel Corp.. Youngstown, Ohio 


Sheets—Nickel 


International Nickel Co., New York 


Sheets—Pure Iron Copper Alloy 
Newport Rolling Mill Co., Newport, Ky. 


Sheets—Special Finish 
American Rolling Mill Co 
Middletown, Ohio 
Inland Steel Co., 


Newport Rolling Mill C Ne hicago, Ky. 4 
bs olling 1 0., Ne 
J. M. & L. A. Osborn Co., 


Cleveland, Ohio 
Republic Steel Corp., Youngstown, Ohio 


Shingles and Tile—Metal 
Globe Iron Roofing & Corrugs gated Co 
Milcor Steel Co. Cincinnati, Onio 


Mil., Canton, *Chgo., LaCrosse, K. C. 


Skylights 
Globe Iron Roofing & Corrugating Co., 
Cincinnat 


Milesr Steel Co., steams 
, Canton, Chgo., LaCrosse, K. C. 


Snips 
Peck, Stow & Wilcox Co., 
Southington, Conn. 


Snow Guards 


Benger Bros. Co., Philadelphia, Pa. 
David Levow ew York, N. Y. 
Rival Strap Corp., New York, N. Y. 


Solder 


Kester Solder Co., Chi 
ai Steel Co. nance 


, Canton, Chgo., LaCrosse, K, C. 


Solder—Acid Core 
Kester Solder Co., Chicago, Ill. 


Solder—Self-Fluxing 
Kester Solder Co., Chicago, Il. 
Ryerson & Son, Ine., Joa, T.,. 
Chgo., N. Y., St. L., Det., Cleve. 


Soldering Furnaces 


Diener Mfg. Co., G. W., Chi Il 
Ryerson & a. Tne. Joa, T. —_ 
hgo., N , St. L., Det., Cleve. 


Soot Destroyer 
Saginaw Salt Prod. Co., Saginaw, Mich. 


Specialties—Hardware 
Diener Mfg. Co., G. W., Chicago, Ill. 


Stars—Hard Iron Cleaning 
Fanner Mfg. Co., Cleveland, Ohio 


Stove Pipe and Fittings 
Meyer & Bro. Co., F., Peoria, 
Milcor Steel Co., ” 

Mil., Canton, Chgo., LaCrosse, K. C. 


Stove and Furnace Trimmings 
Fanner Mfg. Co., Cleveland, Ohio 


Strainers—Roof 


David Levow, New York, N. x. 
Rival Strap Corp., New York, N. Y. 


Straps—Ornamental Pipe 


David Levow, New York, N. ¥ 
Rival Strap Corp., New York, N. Y 


Tinplate 
Granite City Steel Co., 


Granite City, Il. 

Mies Steel Co., 
Mil., Canton, Chgo., LaCrosse, K. C. 
Republic Steel Corp., Youngstown, Ohio 


Tools—Tinsmith’s 
(See Machines—Tinsmith’s) 


Torches 


Diener Mfg. Co., G. W., Ohicago, Ill. 
Ryerson & - ‘Inc., Jos. ¢., 
Chgo., N. Z., Bt. da, Det., Cleve. 


Trade Extension 


Copper & Brass Research Assn., 
New York 


Unit Air Conditioners 


American Fdry. & Furnace Co., 
Bloomington, Ill. 
American Furnace Co., St. Louis, Mo. 
Andes Range & Furnace Corp., 
eneva, N. Y. 
Armstrong Furnace Co., Columbus, Ohio 
Dail Steel Products Co., Lansing, Mich. 
Fox Furnace Co., Elyria, Ohio 
Henry Furnace & Fdry. Co., 
Cleveland, Ohio 


Health-Air Systems, Ann Arbor, Mich. 
Hess Warm entilating Co., 
hicago, I. 
Lennox Furnace Co., 
Marshalltown, Iowa 
May-Fieberger Co., Newark, Ohio 
Meyer Furnace Co., Peoria, [lL 


Midland Furnace Co., Columbus, "Ohio 
Motor Wheel Corp., Lansing, Mich. 
Mueller Furnace Co., L. J., 
Milwaukee, Wis. 
Payne Furnace & Supply Co., 
Beverly Hills, Calif. 


Richardson & Boynton Co., New York 
Rudy Furnace Co., Dowagiac, Mich. 
Thatcher Furnace Co., Newark, N. J. 


Waterman-Waterbury Co, 
Minneapolis, Minn. 
Co., 

Cincinnati, Ohio 


Williamson Furnace 


Vacuum Cleaners—Furnace 
(See Furnace Cleaners) 


Ventilators—Ceiling 
Hart & Cooley Py Chicago, IIl. 


Henry Furnace 
Cleveland, Ohio 
& Mf 
Cleveland, Ohio 
Ventilators—Floor 


Independent Reg. 


Aeolus Dickinson, Chicago, Ill. 
Ventilators—Roof 
Aeolus Dickinson, Chi » 
Berger Bros. Co., Philadeiph ’ Pa. 
Burt Mf, * Akron, ‘Ohio 
Jordan & Co., Paul R., 
Polis, Ind. 


Milcor Steel Co 
Mil., Canton, Chgo., LaCrosse, K. C. 


Water Pressure Regulators 
Apex Regulator Co., Marshalltown, Iowa 


Wood Faces—Warm Air 


Auer Register Co., eveland, Ohio 
Milcor Steel Co., “ 
Mil., Canton, Chgo., LaCrosse, K. C. 
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SHEETS 


For Every 
Purpose 





It is the Pure Iron alloyed with the right 
amount of Copper that gives GOHI SHEETS 
their lasting and rust-resisting qualities. De- 
veloped and manufactured exclusively by 


THE NEWPORT ROLLING MILL COMPANY 
NEWPORT, KENTUCKY 











ol} AZOLUS 
S Inprovec 


\Ww VENTILATORS 


= industrial buildings, 
schools, homes, theaters, etc. 
Made in 14 different metals. 
Constant ventilation—no noise 
—no upkeep. 


JEOLUS DICKINSON 


Industrial Division of Paul Dickinson, 
Inc. 


3332-52 South Artesian Avenue 
Chicago, IIl. 








AMERICAN 


ARTISAN 121 


RIVAL STRAP CORP. 0 eee 
The “RIVAL” and “FITRITE” 


One-Piece Ornamental Leader Straps 
Patented July 10th, 1928; Jan. 6th, 1931 















“Fitrite’”’ Adjustable 
Pipe Snow Guards 


Galvanized Iron or Bronze 
al th Et 


Made in six styles. 
Write for folder 
showing complete 
line and sizes. 
STRAPS SOLD 
THROUGH 
JOBBERS 
ONLY 







“FITRITE” Bronze 


ROOF STRAINERS “FITRITE” 
3 Types. For Roofs having in- Mop Heads 
side cast iron leader. Type ‘‘X” and Staples 
(illustrated) also made in Mal. Iron. Malleable Iron 


“FITRITE” SKYLIGHT GEARING 











(ees 






| | | , 
“FITRITE” Bronze == 
Beehive Strainer 3 


For Round Leader Iven or. Beonse 36"-34" end 1° clam. 


ia Sa Made also for chain operation 

















Write Dept. “‘A”’ for full details and prices. Telephone: CHelsea 3-2400 


308 Wrs120"ST. 
NEW YORK 











The Sign that Builds Business 


MASTER METAL WORKER 


s Wwe AEG.US.PA1OFF ta. 
@, 
<] ONCAN.> 
eye 


FY copper Maio 
oF moive ben-um 


IRON 
FOR QUALITY SHEET METAL WORK 


UNEQUALED FOR ENDURANCE 


REPUBLIC STEEL 


CORPORATION 


























GENERAL OFFICES “=—=ERS’ YOUNGSTOWN, OHIO 












Fe QITATNH 


REGULATOR 


A Locking and Indicating 
Device for Air Conditioning ‘3 
and Ventilating Systems” 












AMER 

















Controls the volume of air flow through duct—the — horse 

: . of wall showing 
simplest and most effective method of controlling domper 
and showing position of volume damper. Positive- 
ly tamperproof. Made of rust- resisting metals. 
Exclusive patented features. Write for catalog. 
THE YOUNG VENTILATING co. 4 
2703 Woodland Avenue -: Cleveland, Ohio 


7, 





HEN LET US SEND YOU 
THIS BOOKLET 


“Tower Your Sales Cost.” 


It will tell you how to run a real profitable 
cleaning business with the D.-Q. cleaner, 
which is light in weight yet most powerful 
in performance—Write today— 


DENSMORE-QUINLAN CO. 
KENOSHA WISCONSIN 


© aa Dag aM seats 
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BUSINESS CHANCES 


SITUATION WANTED 


TOOLS AND MACHINERY 











Lightning Rods—Dealers who are sell- 
ing Lightnin Protection will make 
money by ting to us for our latest 
Factory to Dealer Prices. We employ 
no salesmen and save you all overhead 
charges. Our Pure soy Cable and 
Fixtures are endorsed by the National 
Board of Fire Underwriters and hun- 
dreds of dealers. Write today for sam- 
ples and prices. L. K. Diddie Company, 
Marshfield, Wis. 





For Sale—Well established furnace and sheet 
metal shop in city of 26,000 in South Eastern 
Iowa. Business established 16 years ago, and 
has No. 1 reputation for quality work and 
clean stock of material on hand. Tools and 
stock for sale cheap. Old age and poor health 
reason for selling. Address Y-543, AMERI- 
CAN ARTISAN, 139 North Clark Street, 
Chicago, Illinois. 





For Sale—Inventor wants someone to pro- 
mote the manufacture and sale of device for 
setting furnaces. One man, without_ helper, 
ean handle heaviest castings alone. Designed 
to take down radiator on reset jobs, without 
ns bonnet or pipes. Simple to manufac- 
ture. illions of possible customers. Will sell 
outright or on royalty basis. Address M-543, 
AMERICAN ARTISAN, 139 North Clark 
Street, Chicago, Illinois. 


HELP WANTED 


Wanted—State and Territory Representa- 
tives, including Live Jobbers. Latest and fin- 
est improved welded steel warm air heaters. 
Advantages that the trade appreciate. Balanced 
heating never before reached in warm air. A 
selling plan that is worth while—a unit that 
will reach the new market. Address Z-543, 
AMERICAN ARTISAN, 139 North Clark 
Street, Chicago, Illinois. 

















SALES AGENTS WANTED— 
Now calling on furnace dealers. New, 
sensational Humidifier. Lowest price, 
most efficient on market. Dealers buy 
readily. Repeat orders assure big profits. 
Write today. 

Rockford Humidifier Company 


607 South Wyman St. Rockford, Tints 
-5 











Established manufacturer of steel furnaces is 
looking for a man to sell furnaces to dealers 
on straight commission basis in Central States. 
Positively no salary or drawing account, but 
liberal commissions. If you are a_ successful 
furnace salesman you can make more money 
on this proposition than on a salary. Address 
E-544, AMERICAN ARTISAN, 139 North 
Clark Street, Chicago, Illinois. 





Wanted—Experienced furnace salesman. Must 
be experi in forced air and gravity heat- 
ing. Address A-544, AMERICAN ARTISAN, 
139 North Clark Street, Chicago, Illinois. 





Situation Wanted—By all around sheet metal 
worker and furnace man. Can handle any- 
thing in the business, and have equipment to 
set or reset any furnace without helper. Will 
go anywhere. Address F-543, AMERICAN 
phd: AN, 139 North Clark Street, Chicago, 

inois. 


Wanted—-Four foot Chicago steel brake. 
Must be cheap. lf edges are marred, doesn’t 
make any difference. Address Harry Derrough, 
502 North Neil Street, Champaign, Ill. O-543 


FOR SALE 











One No. 4 Type “‘H” Wheel, 25” diameter, 
4000 C.F.M., 470 R.P.M., Autovent Fan, 
Direct Connected to a | H.P. 220 Voit, Single 
Phase, 60 Cycle Induction Lovis-Allis Com- 
pany Motor. Splendid Condition. Original price 
$355.00. For quick sale, at sacrifice, $200.00. 
INQUIRE BOX C-544, AMERICAN ARTISAN 
139 N. Clark St. Chicago, Ill. 


Situation Wanted—In small town by com- 
bination plumber, steam fitter, sheet metal, fur- 
nace, metal roofing, and hardware man. Ex- 
perienced in all these lines. Good character 
and ability. Married and strictly sober. Mich- 














igan preferred. Wish year around position. 


Address Steam Fitter, 4632 Second Boulevard, Wanted—An 8 foot machine for making 4 





Detroit, Michigan. K-543 and 5 inch half round gutters, which will han- 
dle 24 gauge iron. Address S-543, AMERICAN 
ARTISAN, 139 North Clark Street, Chicago, 

Situation Wanted—By experienced sheet ines. 





metal and furnace salesman. Can handle any- 
thing in the business at the bench or installing. 
Best cf references. Have sold as high as 
$35,000 a year of furnace business. Address 
T-543, AMERICAN ARTISAN, 139 North 
Clark Street, Chicago, Illinois. 


For Sale—A complete line of tinners and 
plumbing tools. Owing to poor health and old 
age I must dispose of them. Address L-543, 
AMERICAN ARTISAN, 139 North Clark 
Street, Chicago, Illinois. 





SHEET METAL MACHINERY 


Start the New Year Right—Equip 
Your Shop with Modern Tools. 


We carry the largest stock of New and Used 
Machinery in the Middle West. 
REBUILT BARGAINS 


8-ft. 18 ga. Chi. Steel Brake.................. $100.00 
36” Bertsch Foot Gap Shear, 14 ga......... 150.00 
36” Pente Slip Rel, 14 ga...................... 75.00 
Comb. Crimper and Beader................. aa 


WE BUY, SELL AND EXCHANGE 
INTERST ATE M ACHINERY Co. 130 S. Clinton Street 





WRITE FOR BARGAIN 
BULLETIN 








Build Steel Boats Pocs'bens sane tne 











Add a new line to your going business. It is easy to 
build up-to-date Outboard Boats, Canoes, Hunting and 
Fishing Boats with our full size paper. 


BOAT PATTERNS ‘@ni°P.2" 


Pret snen - No experience or special tools needed to build these 
tra , boats. (Save 50 per cent.) 
Fe 4 H. F. THOMPSON BOAT & PATTERN WORKS 


DECORAH, IOWA 








SITUATION WANTED 


Situation Wanted—By all arourid sheet metal 
worker. Can handle any branch of the trade 
such as cornice, skylights, ventilation and warm 
air heating. Can make estimates and run the 
shop. Would prefer employment with good 
hardware company or job shop. Can do any of 
the work that comes in. Address D-543, 
AMERICAN ARTISAN, 139 North Clark 
Street, Chicago, Illinois. 











Situation Wanted—By first class sheet metal 
worker, qualified in general sheet metal and 
heating. Would consider reestablishing some 
shop that has or is about to discontinue for 
lack of the right cooperation, such as some 
hardware stores have, or would consider open- 
ing shop in locality that so warranted. Illinois 
preferred. Address P-543, AMERICAN ARTI.- 
SAN, 139 North Clark Street, Chicago, III. 


PREPARE NOW 


For 1932-33, etc. 


The INSTITUTE is at your Service with specialized 

Courses of Training, listed below. We have major as 

well as short courses; all are like vate instruc- 

tion, confidential; moderate in cost, and big in 

producing results—making money for you. T is 

our 22nd year, and warrants rs pete trust and 
fid Traini 


THIS IS YOUR ONE BIG OPPORTUNITY 
Enroll for one of our Courses of Training and de 
velop larger opportunities of service, advancement, 
etc. Check the Course you prefer—write today. 
Full information is free—no obligation. 

Sheet Metal Design and Pattern Drafting. 
(] Specialized Short Sheet Metal Courses. 
© Heating Ventilating Engineering. 
() Special Warm Alr and Forced Air Heating. 
[j Ale Conditioning for..Fan H. & V. Eng. 
LJ Contracting and Estimating. 


THE ST. LOUIS TECHNICAL INSTITUTE $3 2OiS" No: 


Louis, mo. 
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HOW TO GET MORE BUSINESS AND MORE PROFITS 
in 1932 


Attend 


The Roofing and Sheet Metal Industries 
National Conference 


BROWN HOTEL 
Louisville, Kentucky 


January 25 to 29 


1932 


ALSO THE OCCASION OF THE ANNUAL MEETINGS OF THE 
National Association Sheet Metal Contractors 
United Roofing Contractors Association 
Roofing Contractors Division of National Slate Association 


Success in your business means keeping abreast 
of the time, to render the most efficient service to 
your customers. Attend the Conference and be 
ready for Bigger Business and Profits in 1932. 


Important changes are constantly taking place 
in the building industry. New metals, new methods 
for saving time and money and giving better serv- 
ice to the home and building owner. The roofer 
and sheet metal worker who is going to succeed is 
the one who is going to keep a step ahead of all 
of these improvements. What better way can you 


HIGHLIGHTS OF THE PROGRAM 


TUESDAY— 
Architect, Owner and Organization Relationships—Round 
Table Discussions on Sheet Metal and Asphalt Roofing 
and Siding. 
WEDNESDAY— 
General Contractor and Sources of Supply Relationships— 
Round Table Discussions on Built-up and Flat Roofing, 
Insulation and Waterproofing Problems; and on Warm 
Air Heating and Air Conditioning Problems. 
THURSDAY— 
Making More Money in 1932—E. St. Elmo Lewis Round 
Table Discussions on Asbestos, Slate and Tile Roofing. 
FRIDAY— 


Annual Meetings National Organizations— 


find to acquaint yourself with the latest develop- 
ments along all lines in your industry than by 
attending a Conference of all interests, where ses- 
sions will be devoted to practically every problem 
in the roofing and sheet metal industry; where 
materials, equipment, supplies and tools of every 
description wil! be exhibited and where the trade 
itself will have a display of campaigns, sales let- 
ters, literature, time and labor saving devices; 
where one whole day will be given over to brass 
tacks discussions of business-getting methods by 
men who are making good. 


-s ROOFING AND SHEET METAL INDUSTRIES CONFERENCE 


=) a Office of the Chairman 
A. : 644 Drexel Building, Philadelphia, Pa. 
& 
I I will attend the National Conference of Roofing 
© ' and Sheet Metal Industries at Louisville, Ky., Janu- 
a ary 25-29, 1932. Please send me full details of re- 
- £ duced railroad rates. 
| 
— 5 
= : Signed 
ns 
| 
re | ~~ 
=? Co, 
- 1 
| 
és ... : 
a City : State 


See Everything, Hear Everything New About Your Business, at One Time, at One Expense 


LOUISVILLE, KY. The BROWN HOTEL WEEK OF JAN. 25, 1932 





Say you saw it in AMERICAN ARTISAN—Thank you! 
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